j ; 
eas Enea ee en ne eee SESE es 


In a national plumbing in- 
dustry and consumer adver- 
tising campaign, Kohler Co., 
prominent plumbing fixture 


manufacturer, is featuring 
a teen-ager using a bath- 
room extension telephone. 
Offers telephone companies 
copies of this photo and 
ad for displays. See p. 27. 


Circulation This Issue 
14,421 of Which 
13,888 Is Paid 
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FACTS ABOUT THE EXCITING 


FACT 1-Lark’s wheelbase is a 
comfortable 113”. Pioneered by Lark 
for fleet use 4 years ago (but only 
now being adapted by competition), 
the medium wheelbase is consider- 
ably longer than the little compacts’ 
and assures a better ride on any sur- 
face, plus the “solid” feel so impor- 
tant to the driver. 


/ LOWEST-PRICED OF THE 


“NEW-SIZE” CARS 


o/ MORE LEGROOM THAN ANY 


CAR PRICED UNDER $5,000 


o/ OPERATING ECONOMY PROVED 


IN OVER 1,000 FLEETS 


o/ ENDURANCE-BUILT 


BY STUDEBAKER 
FOR YEARS OF SERVICE 


FACT 2- ark’s over-all length is 
a sensible 188”. Compared to other 
“new-size” cars, which measure up- 
wards of 196” over-all, '62 Lark’s 
almost total absence of deadweight 
overhang is an important economy 
factor. Relatively short length also 
guarantees easy parking and space- 
saving storage and shop room. 


FACT 3-tark’s front headroom is 
36”. Front legroom 43.5”. This means 
more comfort for driver and one or 
two front passengers. Wide front 
doors have no big, knee-knocking 
doglegs; they do have flush floors (no 
wells); a man can get in and out of a 
’62 Lark without knocking his hat, trip- 
ping or skinning his shins. 


There are many other Fleet-size 62 Lark facts that you, as a fleet operator, 
should know. These include Lark’s new and more efficient rust-proofing, 
its 12 new noise-suppressors, exclusive front—and rear—standard seat 
belt anchorages and other Lark economy, safety and comfort advances. 
You should also know about the fleet records Lark has made in economy, 
long life, high trade-in value, low maintenance costs and freedom from 
frequent repair and adjustment necessity. 

For complete information, specifications, a full list of available options 
and a report on Lark’s suitability for your particular type of fleet or fleets, 
fill out, clip and mail the coupon. When you balance your books, you might 


be very glad that you did! 
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EW ’62 FLEET-SIZE LARK 


FACT 4-~ark’s rear legroom is 
49”. Only the biggest cars, like Cadil- 
ac, have more rear legroom than 
ark. Rear seat passengers can 
stretch their legs and really relax. 
Same flush floors and wide doors as 
p front, make getting in and out easy. 
Redesigned trunk roomier than ever, 
as low-cut opening for easy loading. 


NEW 62 FARK 


FACT 5-— ark’s new ladder-type 
frame is 20% stronger. Rigidly bolted 
to the heavy gauge steel frame is 
Lark’s solid, welded steel body. This 
construction is the safest known and 
the easiest, fastest and least costly 
to repair after crash damage. Bolted- 
on fenders, easy to replace—an un- 
skilled laborer can do it in minutes. 


FACT 6 - ark offers widest power 
choices. Lark’s standard Six is 112 
HP. You also have 4 choices of V-8 
engines, from 180 to 225 HP. Four 
transmissions — including gas-saving 
overdrive — and six rear axle ratio 
choices (the latter at no extra cost), 
make it possible to power-match the 
62 Lark to every specific fleet need. 


GET THIS VALUABLE INFORMATION RIGHT NOW! 


Send me all the data on the '62 Fleet-size LARK and your special Report on its 


particular suitability for my usage in fleet operation. 


Name____ 
Title 











Company — = 4 — Silence ee a 
Address — - ~ jiencatdin 
Cay... ee SS = = — oy 
: Please check the following: Type of business. Public utility) Taxicab [) Rental 
and/or lease [] General business [} Oil industry () Municipal [) State [) 
' Federal Gov’t. [-] Police or patrol () Number of units in fleets ——s| 


Mail your coupon to: Mr. A. E. Fitzpatrick, Mgr. of Fleet Sales, Studebaker, South 
Bend 27, Indiana. 


T-10-7-62-1 | 
' 


Maker of America’s best-built cars and trucks 
OCTOBER 7, 1961 





Phelps Dodge has added Paper Insulated Stalpeth Sheathed Cable 
to its distinctive line of modern telephone wire and cable. 

The same dependability of product found in every Phelps Dodge 
telephone wire and cable is built into Phelps Dodge Stalpeth. This 
service reliability is achieved by combining the finest quality mate- 
rials with years of research and development in the manufacture of 


communications cables. The result? A complete control of quality 


TS 


Latest addition 
to the extensive 
line of 

Phelps Dodge 
Telephone Wire 
and Cable 


* & 


TELEPHONY 





throughout fabrication that assures lower maintenance costs and 
helps extend service life. 

Let Phelps Dodge show you the particular advantages of PD Paper 
Insulated Stalpeth Sheathed Cable for your requirements. Just call 
your nearest Phelps Dodge sales office. 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 


SALES OFFICES: Atlanta, Birmingham, Ala., Cambridge, Mass., Charlotte, Chicago, Cincinnati, Cleveland, Dallas, Dayton, 
Denver, Des Moines, Detroit, Fort Wayne, Honolulu, Houston, Indianapolis, Jacksonville, Kansas City, Mo., Los Angeles, Memphis, 
Milwaukee, Minneapolis, New Orleans, New York, Philadelphia, Pittsburgh, Portland, Ore., Richmond, Rochester, N.Y., San 
Francisco, St. Louis, Seattle, Tampa, Washington, D. C 
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3usinesses Choose 
PABX’s Each Month! 


It’s true! Telephone companies are selling Leich PABX’s at a rate of about 100 
a month. Leich’s exclusive features are the reason why. 


Inside, outgoing, and city trunk transfer calls are made without help from the 
attendant. Even consultation-conference service is a standard feature at no extra 
cost on all stock switchboards. Regular dial telephones without special buttons or 
equipment are used. 


Modern keyset turrets keep incoming traffic moving. By simply depressing two 
or three keyset buttons in sequence, the turret attendant extends incoming calls 
quickly and easily. 


All-relay Leich Dial System assures worry-free service, saves space. 


Boost your profits with Leich PABX’s. Write today for complete information. 


EICH SALES CORPORATION + 427 WEST RANDOLPH STREET + CHICAGO 6, ILLINOIS 
CIFIC COAST: 11401 W. PICO BLVD., LOS ANGELES 64, CAL EAST: 3651 CONNECTICUT AVENUE, YOUNGSTOWN, OHIO 
bUTHWEST: 1227 SLOCUM STREET, DALLAS 7, TEXAS SOUTHEAST: 5126 SOUTH LOIS ST.. TAMPA 11, FLORIDA * 2915 W. MOORE ST., RICHMOND. Va. 


anufacturers of telephones, switchboards and related apparatus since 1907 
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FLASHES 
AND PLUGS 


TAILED BY TELEPHONE. Lengthy telephone calls to Washington, 
D.C., from New York’s Hotel Commodore recently got William 
Constantine into trouble. 

The distinguished-looking Constantine, sartorially effective even 
to goatee and moustache, had, when he registered for the twenty- 
three-dollar-a-day suite, received a royal reception from bowing 
hotel functionaries. He had registered as Ambassador from Ghana. 

His life might have remained fairly uncomplicated, had not the 
receptionist whom he hired discovered some American Express 
checks missing and telephoned the police. Police investigation dis- 
closed the true identity of Constantine. A hotel worker, he had 
given up his job at a Catskill Mountain resort to indulge in repeti- 
tion of an act he had performed at the Waldorf-Astoria previously. 

Registered at the Waldorf as the Envoy from Ethiopia, he had 
fleeced the hotel and fled, but was later jailed for six months. 

Again stripped of diplomatic trappings, Constantine was told in 
effect, he would again soon be holding court—in jail, six months, 
ordered the judge. 


LADIES, DON’T CALL US——WE’LL CALL YOU! Hal Boyle, in an 
AP story, declares the ladies will get their telephone calls through 


to the office, no matter what, although their husbands have re- 
minded them they are not being paid merely to listen to personal 
telephone calls. 

The husbands, Mr. Boyle says, have gotten well steamed up 
over these calls. Indeed, the types of telephone approaches used 
by the wives have won them the appellations of “Authoritative 
Agnes,” “Barometric Bertha,” “Five-alarm Flora,” “Melancholy 
Mabel,” and even “Maternal Matilda.” 

Agnes is described as issuing commands: “Remember to pick 
up my glasses on your lunch hour”... . “Don’t forget to get a 
shoeshine” etc. 

Bertha expects her husband to know the temperature and the 
humidity, whether she will need a coat for her trip downtown 
today, etc., and wonders about it all at some length. 

Flora is the type that blows a gasket herself when the dish- 
washer does it, and she can’t wait to tell hubby—over the tele- 
phone. 

Mabel feels sorry for herself, all by her lonesome at home, and 
calls up to remind her beloved that he has an office, but what 
has she? 

Motherly Matilda, keeping an hourly check on little Bertram’s 
development, when he speaks for the first time, feels this history- 
making event must be confided via the telephone. Of course, 
Bertram may perversely utter only “Glub” after quite a wait on 
Daddy’s end of the line. 

Know any other types, gentlemen? Ladies, how about your 
classifications of husbands on the telephone? 


Change of Address 


Please notify your local postmaster and the Circula- 
tion Department of TELEPHONY (608 S. Dearborn St., 
Chicago 5, Ill.) of change of address. Change cannot be 
made without the old as well as the new address. Allow 
three weeks for change of address to become effective. 
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IN THE NATION'S CAPITAL 
By Lawrence J. Hogan 


PROFIT THROUGH POINT OF PURCHASE 
By George E. Olsen 


TODAY'S HIGHLIGHTS OF FINANCE, 
TAXES, BUSINESS TRENDS 
By Willard F. Stanley 


THE PLANT MAN'S NOTEBOOK 
By Ray Blain 

NEW ORDER SYSTEM IMPROVES SERVICE: 
SAVES TIME, MONEY pisiaieie a8 


BELL SCIENCE KITS POPULAR 
IN HIGH SCHOOLS 





“WILD BILL'’ JOHNSTON—THE SALESMAN 
By Doug Plaskett 


COURTS AND COMMISSIONS 


NINE LOANS APPROVED BY REA 
TOTAL $5,291,000 


NEWS ON NEW PRODUCTS . 
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— DRY CEMACELLS 
CARRIER SMPPLY UNITS 


_ FLOTROL BATTERY CHARGERS SUB-CYCLE 
\ RINGING 
CONVERTERS 


Today’s telephone plant installation mugt give The line\of power equipment developed and 

trouble-free servicé to the coming generation. manufactured by Lorain is the most complete 

Plan for the future with the help of Lorain... in the telephone industry. 40 models of Sub- 

join our many safisfied customers whose Lorain Cycle Ringing Converters, 55Q models of 

equipment has alJready withstood the test/of time. Flotrol Battery Chargers, 43 models of Power 
Supply Units, 13 models of Tone Generators, 
48 models of CEMF Cells. 


PAST PERFORMANCE IS OUR BEST RECOMMENDATION 


LORAIN ict Grete ovo i 


LORAIN PRODUCTS (CANADA) LTD--ST. THOMAS, ONTARIO VITTITEL UL 











A small boy’s small problem 


makes a big point about good telephone service 


Perhaps you read his true story in a 
recent Bell System advertisement head- 
lined, “Honest, Operator, I don’t see 
any twenty on the clock.”’ 


He had called the Operator several 
times that morning asking for the time. 
Finally she became curious and asked 
him why. 

“My baby sister swallowed a button 
this morning and my mother had to 
take her to the hospital. And she told 
me not to dare leave the house till 
twenty after eight. I looked and looked, 
and honest, Operator, I don’t see any 


twenty on the clock. I’m afraid I’ll miss 
my school bus.”’ 


“Don’t worry, young man,” said the 
Operator. “TI’ll call you when it’s time 
to leave.”” And she did. 


We put this little story into an ad 
because it is typical of the personal 
interest that telephone people every- 
where take in their customers. Now that 
Americans are dialing many of their 
local and Long Distance calls, it is im- 
portant to remind the public that Opera- 
tors are still on duty, ever ready and 
willing to be of help. 


BELL TELEPHONE SYSTEM 
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H. Banish noise and static from your cable circuits. 
vith quiet built-in. It's because only QUALPETH’s unique 
; the electrical balances that shut out these 
echo and singing. (] Get QUALPETH for aerial, 
to 900 guaranteed pairs...and in guaran- 
lentification is simple with QUALPETH’s 
> ane ere Specify 
standard for outside plant! For details, 

e General Gable 
ork 17, N. Y. Distributed 
es Corp., Northlake, IIl.; 


ndolph St., Chicago 6, III 
dolph St., Chicago 6, Ill. GENERAL @ CABLE CORPORATION 
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CHURCHES perform 


a much needed service with 
One answering sets 
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FRANKLIN “DIAL OF DEVOTION” GA 5-6215 BLOOMINGTON 


The Methodist Church 


RICHARD W. DINSDALE, Minister 
FRANKLIN, NEBRASKA 


Cnhurcn Orrice PARSONAGE 


GA 5-6874 GA 5-6883 











3 June 61 


Mr. Lyle Manchester 
General Telephone Company 
Madison, Nebraska 






Dear Lyle: 





The enclosed picture tells the story of the DIAL-OF-DEVOTION as I am 
putting the 700th Dial of Devotion Message on the Electronic Secretary 
in our Church Office - First Methodist Church, Franklin, Nebraska. The 
Peg Count shows nearly 21,000 calls have been made to the DIAL-OF-DEVO- 
TION since it was initiated in Franklin in October of 1959. 









One man who lost his wife was having a sleepless night...at 7 a.m. he 
called me: “Reverend,” said his broken voice on the other end of the line, 
"T heard your voice this morning (about 3:50 a.m.) just as clear as if 

you was sitting in my room. Oh, it sure helped to hear you pray for me. 

I just was up and down all night. I finally hunted up the Sentinel (the 
weekly Franklin County paper) and found the number and called it." That 
was a typical call repeated by several during the night. 









People I call on in the Hospital (where there are no telephone jacks lo- 
cated in the ro ws) have told me they never miss a night in using the 
Dial-of-Devoti_n. Others have said: "That's our evening meal devotions. 
We sit down to the table together, one dials the GArden 5-6215 and we can 
all hear your voice leading us in meditation and prayer." In other homes 
where aged live, the loud speaker on the telephone helps a hard-of-hearing 
lady to have the Devotional prayer. 









The enclosed March 7th message was taped by one of my visiting ministers 
from Minden. He spoke to the youth Sunday evening. They asked for a 
copy of his original paraphrase of Psalm 23. He put it on the DIAL-OF- 
DEVOTION. The High School youth called the message all day and evening 
Monday. The Peg Count showed more than 120 calls that day. 








I followed the plan of pointing the Saturday message to Teachers, using a 

list of the International Sunday School Lesson each Sunday and various 
meditations and prayers each of the other days. I change it every 24 hours 
and sometimes oftener. When a prominent person of the community is being 
buried, that day the Dial-of-Devotion carries a prayer inbehalf of the 
bereaved family. Little children as well as shut-in members listen regularly. 























Sincerely, 


GA frit L/ 
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LECTRONIC SECRETARY" 


Here is the model used by Churchmen 
for “Dial-a-Prayer” messages 


Clergymen of all denominations are offering pray- 
ers and inspirational help to their parishioners via 
the telephone. Dial-a-Prayer (or Dial-a-Devotion) 
is growing in every state from Maine to California. 


HERE’S HOW IT WORKS 

A pastor records a one-minute message on 
an Electronic Secretary Answer Only model. 
The message, inspirational in character, may 
contain a Biblical quotation, words of medi- 
tation or a prayer. Changed daily, it is 
offered as a community service for those 
who need spiritual or emotional help. And 
how the public responds! Day and night, 
calls are received from the aged, sick and 
shut-ins, and others who seek uplift or 
guidance. 


A proof of the testimonial letter reproduced on the opposite page, will be mailed 
to you shortly. Show it to religious leaders, church auxiliaries and undertakers 
in your territory. 


For more information, check with your distributor listed below. 


Electronic Secretary Industries, Inc., Subsidiary of GENERAL TELEPHONE & ELECTRONICS 
Distributed by 


AUTOMATIC ELECTRIC 
SALES CORPORATION 


400 North Wolf Road Northlake, Illinois 


LEICH SALES 
CORPORATION 


427 West Randolph St. Chicago 6, Illinois 
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F() Simple carrier reinsertion 


TRANSMISSION F2e2:2n<» 


Selective 


MEASUREMENT vorret= 


Sierra Model 125B-CR Frequency Selective Voltmeter 


Monitoring of single-sideband carrier telephony signals 

is simple with self-contained crystal oscillators for carrier 
reinsertion in the Model 125B-CR Frequency Selective 
Voltmeter. Continuous tuning 3 to 620 kc, the 125B-CR is also 
a flat ac VTVM, 1 to 620 kc. 


Direct-reading frequency, continuously tunable. Virtual 
elimination of spurious responses. Variable selectivity — 250, 
2,500 cps, each 3 db down. Accuracy +1 db, —80 to +32 dbm 
(as flat VTVM, +0.5 dbm, —20 to -}-32 dbm), ideal for 
measuring carrier levels. Self-contained crystal oscillator 

for both frequency and level calibration 


SPECIFICATIONS common to selective operation of the 
Sierra Model 125A, popular general purpose model Th ree flexi ble 
Sierra Model 125B-CR, with internal crystal oscillators for easy carrier reinsertion ‘ 
Sierra Model 125B-Y, incorporating special 20-pin connector for carrier mM od e | Sin th e 


rack fast patch convenient 
innenied Measuring | ine Impedance Sierra 125 
or direc 


reading in dbm 


+125 cps +500 cps +1 kc +2 kc +1 db Bal. or unbal. 135 Ss e ri es of 
+1250 cps | +5 ke input lepedanos 
be + 20 kQ2 nominal." Freq uency 


The Sierra Model 158A Frequency Selective Voltmeter operates from 500 kc to 10 mc; Se | e ct ive 
selectivity +2000 cps 3 db down, +20 kc 45 db down; frequency accuracy +0.056 mc 


low end, +0.08 mc high end; measuring accuracy +2 db; line impedance for direct 
reading in dbm, unbalanced 600 ohms. Vo It m ete rS 


Sierra Model 124A Line Fault Analyzer; Instantly pinpoints shorts, opens, grounds, indicates 
nature of fault, plus exact location. Easy to use, operates on “radar” principles; operates 

on most metallic power and communication lines, direct reading ¥2 to 100 miles, 

accuracy within % mile. 


Write or call Sierra today for complete data on these and other instruments for 
communications application. Data subject to change without notice. 


SIERRA ELECTRONIC CORPORATION 


A Division of Philco Corporation 
a 7308T BOHANNON DRIVE + DAVENPORT 6-2060 + AREA CODE 415 + MENLO PARK, CALIF., U.S.A. 
Sales representatives in all major areas 
Canada: Atlas Instrument Corporation, Ltd., Montreal, Ottawa, Toronto, Vancouver 
Export: Frazar & Hansen, Ltd., San Francisco 7908 
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THE MULTI-LINE PHONES 


The popularity of this telephone is easy to understand: it does so much so 
easily. Calls can be placed, answered, held or switched—simply and surely— 
from either of two outside lines. Intercom or full PBX service may be added, 
if desired. This “1573-W” phone matches the standard desk model in size, 
style, and full range of colors. It’s the logical first step in expanding opera- 


tions to multi-line telephone service. 


Telephone can be easily converted to 
provide a third line, with switching and 
hold on each (no intercom), either ini- 





WALI PHONE 


Wall phones are fast becoming popular because they save desk space, stay 
safely out of reach of active youngsters, can’t be knocked over. Use the 
“1553-W” as main phone or as an extension. Ideal for use in kitchen, hallway 
and work shop .. . the perfect phone to save steps for the busy housewife. 
Equally useful in business and shops to keep desks and counters free for 


work or display. The same fine quality as all other Stromberg-Carlson instru- 
ments, in a full range of colors. 
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THE PETITE’ PHONE 


The new compact telephone... it’s smart... it’s small... it 
lights! With its trim lines, delightfully different styling and 
harmonious colors, this telephone adds distinctive beauty to 
any setting. Takes less room as main phone or extension— 
in hallway, den, family room or kitchen. Choice of white, 
beige, blue, pink or turquoise. Illuminated dial glows in the 
dark; lights up brightly when the handset is lifted. Conver- 
sation quality is clear and natural. The “1600” PETITE phone 
is ideal for any modern setting. 


Also available as a manual tele- 
phone (without dial) for use with 
operator service. 


Also available, a model with 
message-waiting light for ho- 
tels and motels. 





DESK PHONS 


This most-accepted, handsome “1543-W” desk telephone is 
still the standard general-purpose instrument. Its styling is 
functional and up-to-the-minute. It’s distinguished by high- 
fidelity voice transmission and full-range performance. The 
quality and durability built into this instrument assure years 
of dependable service. Available in all the popular colors. 


With message-waiting light, With push or twist key, the 
the 1543-W" is a natural for 1574-W" permits transfer of 
hotel and motel use . . . with calls from one phone to an- 
or without diai. other . . . at the instrument. 





BUSINESS PHONE 


The complete business telephone with an almost infinite variety of services. A miniature 


gad 


switchboard, the “1575-W” offers finger-tip switching in a standard size instrument under 
control of the user. Up to five lines can be answered, held, switched—plus additional inter- 
com if desired... Used with the Stromberg-Carlson 6K-1 System. 


A Few of Many Special-Applications Telephones 


1. A space-saving, handy suspended-type 
telephone especially favored in. business or 
industrial applications. The “1532,” with 
or without dial, is used as an extension; the 
“1533” is used as a main station with buzz- 
er for signal. 

2. Mounting flush in a wall, the “1533 MK” 
is a complete instrument, recessed except 
for handset, requiring minimum space. 

3. Weather-resistant phone enclosure pro- 


Your Stromberg-Carlson products representative will furnish 


full technical data on our telephone line, plus prices, ordering 
information, and selling aids. In Atlanta, call 875-7467; Chi- 


cago: STATE 2-4235; San Francisco: OXFORD 7-3600; Kansas 
City: HARRISON 1-6618; Rochester: HUBBARD 2-2200. 


GENERAL DYNAMICS 


vides modern wall instrument in protective 
case. 


Many other special telephones and acces- 
sories are available, including instruments 
for noisy locations, for use with dictating 
machines, attachment for the hard-of-hear- 
ing, special handsets, etc. Stromberg- 
Carlson telephones come with modern light- 
weight handsets and easy-pull coiled cords; 
extra-length cords also available. 
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SOLID STATE TONE MULTIPLEX 


FOR WIRELINE, MICROWAVE OR CARRIER 


24 channels from 420 to 3180 cps—Spaced every 120 cycles (CCITT Standards) 
18 channels from 4300 to 7600 cps—Spaced 170 to 220 cycles 


The CT-42 is an all new tone multiplex of high 
performance designed to operate over a wide environ- 
mental range. Ruggedly built, it uses computer grade 
components for lasting dependability. 


Each channel can be frequency-shift or AM keyed 
for teletype, telemetering, control or data signals. 
Six transmitters or receivers in any combination 


The Most Trusted Name’ 
in Electronics 


RADIO CORPORATION OF AMERICA 


OCTOBER 7, 1961 


may be plugged into a standard shelf which also 
contains a husky regulated power supply. 

Channel units operate from 24 V DC or 117 V AC 
power supply. 

If you are looking for the newest and best in tone 
multiplex equipment, mail the convenient coupon 
for complete specifications and prices. 


RADIO CORPORATION OF AMERICA 
Microwave Equipment, Dept. A-189 
Building 15-5, Camden 2, N.J. 


Please send new catalog sheet and price list on Type CT-42 Tone 
Equipment. 


NAME 


COMPANY 


ADDRESS 


CITY_ 
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Analyzing nature of impurities in 
battery material—one of many special 
projects carried on by Gould-National 
technicians to increase the life of 
Gould batteries 


Electron Microscope magnifies particles 
of battery raw material 16,000 times, 
increases understanding of physical prop- 
erties—gives improved Gould battery 
performance 


| Gould-National Battery 
, i Research Center in Minne- 
apolis, Minn., and quality 
control facilities at Kanka 
kee, Ill., and Trenton, NJ 
assure you that only the 
highest quality is built into 
Gould batteries 


Tensile Test Unit studies 
tensile and compressive 
strengths and percentage 
of elongation of various 
materials—used to develop 
stronger containers for 
Gould batteries. 


Quantitative Analysis Unit determines 
percentage of element concentration in 
metal samples. Currently used in study 
to eliminate self-discharge rate of lead- 
acid batteries. 


fet oe 


BATTERY RESEARCH ...24 HOUR JOB 
AT GOULD-NATIONAL 


At the Gould-National Battery Research Center F sss ” 
around-the-clock testing produces a continuous stream Write for detailed injormation, or call your Toc al Gould 
of new ideas. Here, creative research minds and the office listed in the Yellow Pages under ‘Batteries, 
latest scientific equipment combine to assure you of Industrial.”” Sales offices and agents in continental 
batteries designed and engineered to meet today’s United States and overseas. 

most exacting requirements . . . and to anticipate 
the answers for tomorrow’s standby power needs. 
Gould stationary batteries are available in Plante, 
Calcium and Kathanode types. Complete stocks and 
service facilities are located across the country. 


NEW Gould Rechargeable 
Flashlight and Lantern Batteries 

Of nickel-cadmium construction, these 
batteries can be recharged to full capacity 
CHARGERS—A full line of specially engineered sta- ‘ q over 250 times . . . and each cycle gives 
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oni unfiltered. Ask about the new FLOAT-O-MATIC ordinary cells. Ask for free literature, 


plone Pewee to you ome ROUT 


INDUSTRIAL BATTERY DIVISION 


GOULD-NATIONAL BATTERIES, INC. 


St. Paul 1, Minnesota 


GOULD-NATIONAL 


BATTERIES, INC 


TELEPHONY 





pee reimy 
_——_———., 


—_—_— 
hho hl Adal 
—— | 


HE HEAD OF an Independent 
7 telephone company confided to 

this columnist recently that he 
gets down on his knees every night and 
prays for Republicans and Southern 
Democrats. Now that Congress has 
adjourned, I’m sure my friend is say- 
ing prayers of thanksgiving, because 
the recipients of his  supplications 
scored some impressive victories dur- 
ing the recent session of Congress. 

The House of Representatives, far 
more conservative than the Senate, 
was instrumental in watering down, 
killing or ignoring several Senate- 
passed bills or requiring the Senate to 
rewrite its legislation to conform to the 
House’s wishes. 

Commenting on the shift of power to 
the junior solons, one 10-year senator 
complained, “I’ve never seen them as 
mean as they are this year. They get 
their backs up over everything and 
they don’t give in on anything.” 

Typical of this trend is the manner 
in which the House adjourned. Usual 
protocol calls for the House to sit 
around with its hands folded meekly 
until the Senate says it is all right to 
go home. This time the House members 
demonstrated as much restraint in ad- 
journing as a throng of underclassmen 
at a boys’ prep school leaving for 
Christmas recess. They finished their 
business, dumped their bills in the 
senators’ laps on a “take-it-or-leave 
it’ basis and promptly went home. 

The senators were indignantly irate 
at the lack of respect shown by their 
juniors. Many of them huffed and 
puffed, but their wind failed to disturb 
the sturdy walls of the House. 

The House is definitely at the reins 
of the federal conestoga wagon on the 
‘New Frontier” and can be expected to 
hold those reins even tighter when the 
1962 model comes to Washington. 
There will be plenty of bumps in the 
road for Kennedy’s 1962 legislative 
program which will probably feature: 
Tax reform, a compulsory health care 
plan under social security (euphemis- 
tically referred to as “medical care for 
the aged’), federal aid to education 
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and an extension 
trade program. 

The Kennedy program bore the 
brunt of the House’s battle for ascend- 
ancy during the session just concluded. 
The Senate is usually the trouble spot 
for presidents, but this year the Upper 
Chamber was virtually a rubber stamp 
for the White House. The House of 
Representatives which has usually sup- 
ported the legislative programs of 
presidents, yielded very little without 
a fight. 

One excellent example was the ad- 
ministration’s school bill which passed 
the Senate easily, but was rejected 
completely in the House without leav- 
ing even the possibility of diluting the 
measure passed by the Senate. 

The question of how President Ken- 
nedy fared during his first bout with 
Congress has varying answers, de- 
pending on the political affiliation and 
philosophical outlook of the person 
queried. At least the shiny young faces 
in the Kennedy entourage have smiles 
on them, but, like the toothy young 
damsels in a chorus line, their smiles 
are more or less permanent fixtures. 
My guess is that when these gentle- 
men lose a touch football game they 
emerge battered and smiling with 
comprehensive statistics to show that 
they gained more yards, more first 
downs, and more enthusiastic cheers 
from the sidelines than their oppo- 
nents. But looking at the record ob- 
jectively—no one in Washington does 
—there are pluses and minuses on the 
Kennedy report card for the first 
semester. 

The Rules Committee Fight. Pres- 
ident Kennedy knew that the key to 
moving his legislative proposals into 
law was in overcoming the conserva- 
tives’ control of the House Rules Com- 


of the reciprocal 


mittee. For the most part, the rules 
committee determines what comes to 
the House floor and what does not. 
The power struggle was divided into 
two camps. On one side—the conserva- 
tive side—was Rep. Howard Smith (D., 
Va.), the Republican leaders of the 
House and several powerful Southern 
Democrats. On the other side—the lib- 
erals—was the Democratic study 
group, made up of about 100 liberal 
Democrats headed by Reps. Chet Holi- 
field of California and Frank Thomp- 
son of New Jersey. 

While both sides were plotting strat- 
egy, Speaker Sam Rayburn came up 
with a plan to enlarge the membership 
of the rules committee from 12 to 15, 
adding two Democrats and one Repub- 
lican. The idea was to give the Demo- 
cratic leadership, presumably sympa- 
thetic to the Kennedy program, an 
8-7 edge on the conservatives. The heat 
was on for the next several weeks 
while the leaders of both parties, the 
administration, and lobby groups of 
every description, intensified the pres- 
sure either for or against the change. 
Finally, at the end of January the Ray- 
burn plan squeaked through the House 
by a 217 to 212 vote. Voting for the 
expansion of the rules committee were 
195 Democrats and 22 Republicans; 
voting against it were 64 Democrats 
and 148 Republicans. 

The liberals were jubilant. They felt 
that winning the rules committee fight 
was the “open Sesame” to a floodgate 
of welfare legislation, but it didn’t 
work out that way. 

They were able to get very few of 
their bills through the legislative ma- 
chinery, and are very upset about it. 
For one thing, they don’t think they 
got the leadership support which they 
felt they deserved. Behind the scenes 
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they have complained that the Presi- 
dent spent almost all of his time on 
foreign policy and not nearly enough 
on domestic issues. Most of the ad- 
ministration’s domestic matters were 
shaped by Secretaries Goldberg, Ribi- 
coff, Freeman and two of the Presi- 
dent’s top aides, Ted Sorensen and 
Larry O’Brien. 

The big gripe of the liberals was 
that this second team just couldn’t 
muster enough public or congressional 
support to enact controversial pro- 
grams. 

Actually the conservatives, even 
though they are outnumbered in both 
houses, made far better use of their 
resources and were able to block most 
of the liberals’ pet projects. This was 
a source of much irritation to the liber- 
als who were convinced early in the 
session that they held all the aces. 

The conservatives are now talking 
openly about regaining control of the 
House Rules Committee if the out- 
come of the 1962 elections gives them 
the opportunity. 

School aid. The worst defeat 
liberals experienced this session 
on the federal aid to education 
In 1960, before the Democrats con- 
trolled the White House, the liberals 
were able to get through the House by 
a vote of 206 to 189, a 325 million 
dollar school construction bill. But 
this year with a Democratic adminis- 
tration, the House refused to even 
consider the school aid bill. 

Early in the certain influ- 
ential Democrats in the House recom- 
mended that the administration not 
attempt to take a massive federal aid 
to education bill to the House floor 
until some preparatory groundwork 
had been done. They suggested that 
congressmen be approached indirectly 
to avoid heated debate over such a 
controversial issue. They suggested 
that legislation be placed through the 
Senate first (which was actually done) 
and then merely request the House to 
turn out a bill similar to the one it 
passed last year. The strategy then 
called for increasing the total amount 
of the bill when the Senate and House 
conferees got together, and inserting 
some provisions for teachers’ salaries 
into the conference report. An inter- 
esting sidelight here is that, over the 
years, Speaker Sam Rayburn and 
Majority Leader John McCormack 
have been very cool to federal aid to 
education, but they were now two of 
the big guns in the administration’s 
camp. Their heart was really not in 
their work, and the religious issue 
really complicated things for McCor- 
mack who is known in the House as 
“The Archbishop.” 

This strategy which was recommend- 
ed to the administration was rejected 
by Ted Sorensen, Larry O’Brien and 
Abraham Ribicoff. They decided to 
take their chances with the administra- 
tion’s program on the House floor. 

The House Education Committee 
didn’t report the school bill out until 
May 25 and by this time the religious 
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Recent Quotations of Telephone Stock 


9 
BID 


Anglo-Canadian Tel. Co. ......... 
British Columbia Tel. Co. 


California Interstate Tel. Co. ............ 234%4— 


California Pacific Utilities Co. ........ 23 
California Water & Tel. Co. .............. 
at ie ey, A te 
Central Tel. Co. 29 
Chenango & Unadilla Tel. Corp. 
Cincinnati & Subn. Bell Tel. Co. 
Citizens Utility Co. “A” 
Citizens Utility Co. “B”’ .... 


re 


Florida Tel. Corp. Class A 

General Tel. & Elec. Corp. Common 
Hawaiian Tel. Co. 

Independent Tel. Corp. ...................6. 
BU NE IU ciccseicececesaiacseeicacieess 
Inter-County Tel. & Tel. Co. 26 
Inter-Mountain Tel. Co. ........ : 
SOROS. TEL. COPD. o..cccscccicsicscccceese 
Lincoln Tel. & Tel. Co. 
Lorain Tel. Corp. er se 
Middle States Tel. Co. of IIl. ............ 
North Carolina Tel. Co. 

Northern Ohio Tel. Co. 

Peoples Tel. Co. 

Pioneer Tel. Co. 

Rochester Tel. Co. 

Southeastern Tel. Co. 

Southern Nevada Tel. Co. 
Southern New England Tel. Co. . 
Southwestern States Tel. Co. .. 
Tel. Service Co. of O., Class A , 
Tidewater Tel. Co. Ghia ee 
United Utilities, Inc. 28 
Western Carolina Tel. Co. ................ 
West Coast Tel. Co. . si dae 
Western Light & Tel. Co., Inc. ... 
Western Utility Corp. 


issue was red hot. Roman Catholic 
Archbishop Alter had come out with 
his blasts at the President’s school aid 
program a month earlier. Another 
major blunder came when Ribicoff 
tried to make a deal by offering some 
limited aid to private and parochial 
schools. Not only did this not satisfy 
the Catholic pressure groups, but it 
also angered many of the Southern 
Democrats. This, coupled with the 
conservatives of both parties who op- 
posed the program on principle, re- 
sulted in a smashing defeat of the 615 
million dollar omnibus federal aid to 
education bill. The House by a vote of 
242 to 170 refused to consider the bill. 

The liberals were astounded that 
they were trounced so soundly. 

Congress finally passed a bill ex- 
tending for two years the 10-year-old 
federal school aid program for “im- 
pacted areas,” in which large govern- 
ment installations exist, and the Na- 
tional Defense Education Act. 

Reports indicate that initial efforts 
in the 1962 session may be concentrat- 
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ed on passage of a bill providing prece- 
dent-setting federal subsidies for con- 
structing classrooms in public, private 
and church colleges throughout the 
nation. 

Reorganization. Another area 
where the administration stubbed its 
toes was on its proposals for reorgan- 
izing the regulatory agencies—Federal 
Communications Commission, the Fed- 
eral Trade Commission, the Securities 
Exchange Commission and the other 
“alphabet soup” agencies. Congress 
ended up passing most of the stream- 
lining plans, but not exactly the way 
the President wanted them. The big 
controversy was that Congress didn’t 
want to give too much power to presi- 
dential appointees. 

The reorganization plans 
Civil Aeronautics Board, the 
Trade Commission and the Federal 
Maritime Commission went through 
without much of a hitch, but the Fed- 
eral Communications Commission plan 
had rough sledding primarily for a 
very simple reason. 
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Newton Minow, Kennedy’s chair- 
man of the FCC, went all over the 
country making speeches about how 
terrible television is and how the FCC 
planned to make the broadcasters toe 
the coaxial line. He wasn’t very diplo- 
matic about it and these spoutings on 
the grapefruit circuit riled up the 
broadcasters. They decided to teach 
him a lesson early in his career, and, 
by George, ... or rather by Sam, they 
did. They got at him by applying in- 
tensive pressure against his reorgani- 
zation plan—like sticking pins in a 
voodoo doll, to show him that they 
couldn’t be pushed around. Ringleader 
in the anti-Minow move was none 
other than Speaker of the House, Sam 
Rayburn. Mr. Sam has many friends 
in the broadcasting world, including a 
Mrs. Lady Bird Johnson who owns 
several stations in his home state of 
Texas. Rayburn and the broadcasting 
industry lobbyists turned on the steam 
and the FCC reorganization plan wilt- 
ed. After the defeat, Rep. Oren Harris 
worked up a plan of his own which 
left out some of the objectionable fea- 
tures and it was passed by both 
houses and signed by the President. 

Foreign aid. There was much in- 
fighting going on about the foreign 
aid bill. Otto Passman, a Louisiana 
Democrat, serves as chairman of the 
Foreign Aid Appropriations Sub-com- 
mittee and for years he has success- 
fully operated a brake on run-away 
foreign aid spending. As he puts it, 
he cuts the fat out of foreign aid, but 
not the heart. The administration, rec- 
ognizing him as a roadblock, tried to 
get around Passman at first and then 
even tried to force him out of his 
chairmanship. He condemned the ad- 
ministration in no uncertain terms for 
the pressure they brought to bear on 
him. He said they offered him patron- 
age and other legislative inducements 
to go easy on the foreign aid program, 
particularly the “back door spending” 
method of financing the program. 
Passman said that the administration’s 
lobbying and propaganda pressure was 
the worst he had seen in his 15 years 
in Congress. 

When the House voted 197 to 185 to 
pin foreign aid to annual appropria- 
tions, Otto Passman whooped with joy. 
When his sub-committee and the full 
appropriations committee trimmed 896 
million dollars off the administration’s 
budget request for foreign aid, he 
proved to the White House that he’s 
no man to push around. The legisla- 
tion finally sent to the President was 
well scarred with Passman’s carvings. 

Minimum wage. Soon after his in- 
auguration on Jan. 20, President Ken- 
nedy submitted to Congress for passage 
a bill raising the minimum wage to 
$1.25 an hour and extending its cov- 
erage to local retail and service firms 
with annual sales of more than one 
million dollars. After brief hearings, 
this bill was reported by the House 
Education and Labor Committee. How- 
ever, the House passed the Kitchin- 
Ayres Bill increasing the minimum 
wage to $1.15 an hour, and extending 
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KOHLER OFFERS EXTENSION PROMOTION PIECES 


“Trust a teen-ager to tell the 
world how simply super is her 
new bathroom with fixtures by 
Kohler of Kohler.” 

This is part of the message 
accompanying the illustration 
shown on the front cover in a 
current “Talk About Terrific” 
advertisement of the Kohler Co., 
prominent manufacturer of 
plumbing fixtures, appearing in 
plumbing industry and national 
consumer magazines. 

And how is the teen-ager “tell- 
ing the world”? Over an exten- 
sion telephone installed in the 
bathroom, of course. 

The color (green) “telephone 
in the bathroom” has evoked con- 
siderable comment from both 
plumbers and consumers, accord- 
ing to Kohler. 

In view of this interest, Kohler 
believes the photo of “a girl, a 
telephone and a bathroom” can 
be used by telephone companies 
in marketing and selling exten- 
sion telephones—tying in with 
Kohler’s national promotion. 

Telephone companies may ob- 


coverage only to retail enterprises with 
five or more stores in two or more 
states. The Senate Labor and Public 
Welfare Committee reported a modi- 
fied administration bill with certain 
concessions designed to attract support. 
This bill was passed by the Senate. 

The House-Senate Conference Com- 
mittee adopted most of the Senate’s 
provisions. The conference committee 
bill was subsequently forced through 
the House by a roll call vote of 230 
to 196. 

Studies are now 
Labor Department looking to future 
expansion of coverage to hoteis and 
motels, restaurants, laundry and clean- 
ing plants and processors of farm com- 
modities. Present indications, however, 
are that further drives for expansion 
will be held in abeyance until the 1961 
extensions are firmly secured. 

Agriculture. Early in the session, 
Congress passed a temporary bill es- 
tablishing a controls program for feed 
grains for 1961. Later, it passed an 
omnibus farm bill extending the feed 
grains program to 1962 and providing 
for a 1962 controls program for wheat. 

Administration proposals giving the 
Secretary of Agriculture sweeping 
control powers over agriculture were 
defeated. But Congress continued and 
extended in some particulars the old 
system of high price supports and 
acreage control plans. 

Pension-welfare fund regula- 
tion, The House Education Committee 


under way in the 


tain copies of the photo shown 
on the front cover or reprints 
(18 inches x 25 inches) of the 
complete Kohler advertisement 
(see accompanying cut) for dis- 
play in their attended exchanges, 
by writing to the Advertising 
Department, Kohler Co., Kohler 
Wis. 


and the Senate Labor Committee ap- 
proved, after brief hearings, adminis- 
tration-sponsored bills giving the Sec- 
retary of Labor broad regulatory power 
over private welfare and _ pension 
plans. The House Rules Committee re- 
fused to clear the House bill for floor 
action. A subsequent attempt to force 
it through the House under a suspen- 
sion of the rules failed when the House 
voted 244 for the bill and 161 against— 
less than the two-thirds vote necessary 
to suspend the rules. 

The legislation thus lies over until 
the 1962 session, when the administra- 
tion plans to try to force it through. 

Subsidized power. Public power 
advocates made a determined effort 
to start a TVA-type activity in the 
Northwest by including in the Atomic 
Energy Commission authorization bill 
a provision for building electric power 
generating facilities in the new plu- 
tonium production reactor at Hanford, 
Washington. 

They were defeated when the House 
rejected the proposal three times. 

Tax reform. After studying the 
the President’s tax reform program 
for four months, the House Ways and 
Means Committee decided to pigeon- 
hole the matter. They plan to circu- 
late a draft of their recommendations 
during the Fall months to get the pub- 
lic’s reaction to them. Then, when 
they reconvene in January, they plan 
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Profit Through 


Point of Purchase 


outline. This is true in automo- 

biles, missiles, and cigarettes, as 
well as waistlines. But one place 
where this trimming of substance has 
no appeal to us is in our “profit sil- 
houettes.” Yet it seems that attri- 
tion, high costs of labor and materi- 
als, and other influences have adverse- 
ly affected our “financial figures.” So 
just for a moment I’d like you to con- 
sider a huge stockpile of “currency cal- 
ories” that can help us reverse this 
dietary dilemma. It’s a target that 
should be lined up in the sights of 
every telephone company, large or 
small. 

The target is the 140 billion dollars 
that the public spends each year for 
discretionary purposes. These discre- 
tionary dollars, the segment of income 
that remains after expenditures for 
the necessities of everyday living, will 
almost double by the time 1970 rolls 
around. It is also predicted that, by 
1970, less than 10 years from now, 
the public will spend more than half 
of all personal income for these dis- 
cretionary purchases. These are pub- 
lished predictions and, if anything, are 
on the conservative side. 

All forms of business are aware of 
this vast potential for their own sales. 
Competition is fierce and will be ac- 
celerated even more in the future. So 
for us to get our share of this ripe 
plum it’s going to take planning, work, 
imagination and investment. 


T HE MODERN trend is to the slim 


Discretionary Spending 


Many telephone companies through- 
out the United States have recognized 
the fact that substantial income can 
be realized in a most profitable way 
from the sale of additional products 
and services that are obtained by the 
customer through the use of his dis- 
cretionary dollars. Some of these addi- 
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tional products and services are items 
such as color telephones, extensions, 
extra directory listings, special type 
telephones such as dial-lighted and 
speakerphones, automatic answering 
devices, message repeaters and others. 
These are basically the products and 
services which we must throw into the 
hopper to compete with the various 
items offered by our competition for 
those dollars. 

Since, in the majority of cases, these 
products are not what would be called 
necessities of communication, but rath- 
er “beneficial additions,” the telephone 
industry is faced with the challenge of 
making our own products more desir- 
able to the customer than others for 
which he or she might be considering 
spending their money. We are faced 
with the necessity of making the cus- 
tomer want to possess, as well as see 
the need for these additional items 
which will make his way of life easier, 
more enjoyable, or more profitable. 
The telephone industry has been 
working at this challenge through var- 
ious medias—advertising, bill inserts, 
counter cards, truck posters, home 
shows, fairs and others. 

Recently, more and more telephone 
companies have been taking advantage 
of the tremendous success realized by 
vast numbers of retail outlets that are 
using point-of-purchase displays to 
merchandise their products and serv- 
ices more effectively. These business 
office displays are aimed mainly at the 
residential customers, for they are the 
most frequent visitors to the office to 
pay their bills, or to arrange for initial 
service. The displays are designed, not 
only to introduce the new products, 
but also to exhibit the entire line, to 
create a desire for possession on the 
part of the customer and to motivate 
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people to buy. This is done by showing 
where in the home these various in- 
struments can be installed, and to help 
the customer realize the benefits that 
he or she will receive from these addi- 
tional products or services. 


Lighted Pole Display 


Operating companies of the General 
Telephone System are presently using 
a somewhat unique unit for point-of- 
purchase merchandising. They have 
found it to be attractive, flexible and 
eye-catching, and it does an excel- 
lent job of calling the customer’s at- 
tention to the new products and serv- 
ices of the company. It is known as 
the “lighted pole display”. The basic 
unit consists of three 3-foot sections of 
chrome-plated hollow steel pipe. The 
bottom section contains a threaded ex- 
tension. The unit is designed so that 
it can be extended to reach from the 
floor, up to ceilings with a maximum 
height of 11 feet 8 inches. Due to its 
construction, with one section sliding 
into another and the adjustable 
threaded base section, it is self-sup- 
porting when braced against the floor 
and ceiling. 

Various types of horizontal exten- 
sions may be attached to this pole at 
almost any desired height and loca- 
tion. These are used to hold show cards 
and promotional signs, as well as the 
various styles of telephone instru- 
ments. The telephones, themselves, sit 
on specially designed base plates that 
are screwed into the holes of the rub- 
ber bases on the instruments and at- 
tached by the above-mentioned exten- 
sions to the pole itself. The number of 
instruments that can be shown on 
a display is limited only by size. As of 
this date, General System companies 
have shown no more than four tele- 
phones on a single display. The rest of 
the area has been utilized for showing 
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placards illustrating telephones in var- 
ious locations throughout the home, 
and direct sales messages. 

The pole unit includes a flexible 
goose-neck lamp which furnishes ade- 
quate light to the display and may be 
adjusted to point up various sections of 
the display, as well as the entire unit. 


Display is Versatile 


To begin with, the initial investment 
in these displays is nominal, but the 
largest savings is in the fact that this 
space-saving display can be changed, 
or realigned, in various ways with new 
promotional material, at a low cost, to 
carry out the desired theme. 

Each display can be stored after it 
is taken down for future use when the 
theme is repeated. We know that we 
will frequently repeat sales campaigns 
on such items as color, extensions, 
telephones as gifts, and others. So far, 
General System companies have not 
left the same display up for more than 
three months, in many cases only two. 
Customers who are frequent visitors 
to the business office like and appre- 
ciate seeing new ideas and new dis- 
plays. Often by the simple addition or 
deletion of certain segments of the dis- 
play it can easily be converted to a 
new theme. An example of this was a 
change from a “color extension” 
theme to a “gifts for Christmas” 
theme. The instruments were in exact- 
ly the same positions, but the artwork 
and printed material was changed to 
tie into the Christmas gift campaign. 

A subtle background made of neu- 
tral colored fabric is occasionally fur- 
nished with the display. This serves 
two purposes. First, by its neutral col- 
or, it points up the color of the in- 
struments, as well as the placards de- 
picting the telephone in various loca- 
tions and situations. 

It also helps to conceal the view of 
the area behind the display so that the 
customer’s attention is focused on the 
display, rather than on something that 
might be happening in the area beyond 
it. The theme to be used on the pole 
each time is taken from the major ad- 
vertising campaign scheduled for that 
period. Some of these campaigns have 
been: 


Outdoor telephone extensions. 
Color extensions in the home. 
Color telephones as Christmas gifts. 
Introducing the Starlite telephone. 
Full line of instruments. 


“Reach Don’t Run” 


The most recent display was de- 
signed to tie into the present “reach 
don’t run” extension campaign. This 
campaign was created to feature the 
convenience of extension telephones 
throughout the home. The lighted pole 
display unit is used to promote this 
idea through a semi-permanent “stop 
light” which flashes “reach” and 
“don’t run” in alternating cycles on 
each of its three visible sides. The 
lower section of the display, which will 
be changed to coincide with each 
scheduled theme, first featured the 
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BY GIVING A 


EXTENSION PHONE 


A lighted pole display, unique, flexible and eye-catching unit used by the 
General System operating companies for their point-of-purchase merchandising. 


convenience of an extension in the 
workshop. During the summer months 
this lower section features extension 
telephones for outdoor living. Other 
campaigns will show the “reach don’t 
run” theme as it applies to the kitchen, 
bedroom, etc. 

In each of these promotions, the 
flashing “reach don’t run” unit will be 
utilized to spearhead the campaign 
along with new material that empha- 
sizes the individual benefits derived 
from extension telephones in the vari- 
ous locations in the home. There have 
been a number of supplemental ideas 
for this unit supplied to the companies 
which are being used to increase the 
effectiveness of the unit. One of these 
is the use of a “live telephone” on the 


display. This is connected to either a 
message repeater or an Electronic Sec- 
retary unit. When the receiver is lift- 
ed, the customer hears a handy house- 
hold hint followed by a sales message 
on the benefits of an extension tele- 
phone in a specific location. Tie-ins 
with local hardware stores and Nation- 
al Hardware Week are suggested, as 
well as using actual workshop tools 
on the display. Many new and exciting 
sales promotion ideas can be developed 
to increase the effectiveness of this 
type of point-of-purchase display at 
the local level utilizing the imagina- 
tion and ingenuity of the local busi- 
ness office personnel. 

The placing of these pole displays in 
the various business offices is left up 
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to the discretion of the local district 
manager. Because of their space-sav- 
ing, unique construction and appeal, 
they are often placed in the center 
area of an office, as well as against 
walls and in entrances wherever the 
local manager feels they will be in the 
best possible visual location. 

It is possible to use several of these 
lighted poles together, in order to form 
a multi-sided island display. This type 
of display could fill a larger area, and 
could be three or more sided for larger 
business offices, for use at fairs, open 
houses, and home shows. This would 
enable the company to create an even 
greater impression of product line or of 
various situations and the associated 
benefits. The General System is con- 
templating the use of these multi- 
pole installations in certain areas to 
test their effectiveness. 


Favorable Reactions 


Of course, it is difficult to pin down 
the number of actual sales that evolved 
as a direct result of these displays, 
but customer reaction to these point- 
of-purchase displays has been ex- 
tremely favorable. Many unsolicited 
compliments have been received from 
customers who have viewed this new 
form of display in the various busi- 
ness offices and liked them enough to 
comment on them. 

It must be realized that the basic 
purpose of these displays is not to 
make direct sales, but rather to create 
a favorable climate in which the 
customer is stimulated to either in- 
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“Live telephone” display used in conjunction with lighted poles (above) fea- 
turing extension telephones. Instruments are connected to either a message 
repeater or Electronic Secretary, permitting customers to hear a handy house- 
hold hint followed by a sales message on benefits of extensions. 


quire as to the availability of the 
instrument, or to place an order with 
a representative. 

This also points up the important 
role played by the representatives in 
the business office. These representa- 
tives are the link between the adver- 


tising, promotion, and the final sale. 
When the customer expresses interest 
in the display, he or she may be ready 
to buy if approached at the right time 
in the proper manner. Often if the cus- 


(Continued on page 53) 
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TODAY’S HIGHLIGHTS 


of finance-taxes-business trends 


By WILLARD F. STANLEY 


BOND PRICES CONTINUE RISE: Despite 
continuing fears of upward adjustment of 
rediscount rates, which haven't mate- 
rialized, the bond market made a moder-= 
ately good showing in the 30 days ended 
Sept. 25. As evidence of this improve- 
ment, the Wall Street Journal tabulation 
of 15 new utility funded debt issues 
Showed average bids on Sept. 21 yielding 
six decimals (0.06 percent per annum) 
less than the yield based on average 
offering prices of the Same securities. 
Furthermore, current bids for 13 of the 
issues were higher than the offering 
price. 

The market seems to have received 
kindly the recent "advance refunding" 
offer of the Treasury, whereby holders 
of fairly lengthy maturities were 
offered the right to exchange their fed- 
eral obligations for most of some 16 
billion dollars of new obligations of 
considerably longer life. As a result 
of the favorable reception of the offer, 
yield on federal long-term obligations 
was, at Sept. 22, reduced to slightly 
over 4 percent, lowest for some time 
back. The exchange offer didn't create 
any new supply of debt since it was in 
effect an exchange of long-term matu- 
rities for others. 

Consensus of opinion seems, how- 
ever, Still to lean to the idea of high- 
er interest yields before the year is 
out. Informed sources feel that the 
present relatively low level of mortgage 
interest will rise before the end of 
1961. These predictions are, however, 
for the relatively long pull, rather 
than something likely to happen within 


the next month or so. It would seem 
wise for utility management to endeavor 
to take advantage of the relatively 
favorable current bond yields by market- 
ing promptly funded debt and other senior 
securities, funds from which will be 
needed in the near future. However, no 
drastic acceleration is advised. 

The favorable recent bond market 
trend was confirmed on Sept. 26 when 
the 60 million dollar Pacific Gas & 
Electric issue was offered at a 4.50 
per cent yield. This was about 10 
decimals (0.10 per cent per annum) lower 
than the yield on the last previous 
Similarly rated issue which was offered 
some time back. 

After two months of moderate de- 
cline, the price-earnings ratio average 
for utility common stocks rose in Sep- 
tember to 21.2 times, a new high for 
decades. On this basis, issuing util- 
ities are presently in a position to 
sell additional common stock equity on 
an average cost basis of 4.7 percent be- 
fore selling expense. Needless to say, 
with this phenomenally low cost, it 
behooves utilities likely to need equity 
funds even in the fairly distant future 
(say two to even three years) to take 
advantage of these unusually favorable 
conditions. 


% * * 


STOCK MARKET REFUSES TO CLIMB: De- 
spite the almost universally favorable 
domestic news with which the stock mar- 
ket has been accommodated in recent 
weeks (with the sole exception of news 


(Continued on page 34) 


Mr. Stanley, formerly a utility financial executive, is now president of Corporate Services, Inc. of New York City and 
is well known as a financial writer. He is a member of the Controllers Institute of America and the New York Society of 
Security Analysts. He serves on the Finance Management Committee and the Tax Committee of the Controllers Institute 
(N. Y. Control). His articles are appearing once a month in TELEPHONY. 


OCTOBER 7, 1961 





EXCLUSIVE ONE-PIECE CAB- BODY DESIGN 
gives Ford Styleside Pickups extra capacity and extra 
strength. Heavy duty in every way for heavy going all 
day! And there’s carlike riding comfort thanks to Ford's 
long wheelbase and exclusive Driverized Cab! 


THEY RE 
HERE! 


Get full-time economy that only 
starts with Ford's low price! 


Meet the trucks that make saving money a full-time 
business—new Ford Trucks for ’62! 


In a selection of over 600 models there’s a truck 
that’s right for your job, whatever your job... 
trucks that you can buy and operate at lower cost 
... trucks that can save you money mile after mile, 
load after load, year after year! 


ECONOMICAL HEAVY DUTY V-8’s 
with 292-, 302- and 332-cu. in. displace- 
ment give you tailored-to-the-job economy 
at much lower prices than ‘ou would expect 
in trucks with engines of this size. Stress- 
relieved cylinder heads, aluminum alloy 
pistons and sodium-cooled exhaust valves 
are but a few of the heavy-duty features you 
get with these engines. 


They save on price. They save on gas and oil. 
They save on tires and on maintenance—wherever 
there’s a way to save! The full record of Ford econ- 
omy, covering three years of independent tests, 
is detailed in Ford’s Certified Economy Reports. 
See your Ford Dealer now. Check out the facts, 
work out a deal, and drive out a truck that saves 
money .. . full time! 


FORD TRUCKS COST LESS 


SAVE NOW...SAVE FROM NOW ON! 


av ALU 


TELEPHONY 





AMERICA’S MOST POPULAR VAN — and 
small wonder! Econoline savings start with a 
price far under any popular ¥4-ton conventional 
panel on the market! And they continue saving 
every day—certified tests have shown that in 
16,000 miles, savings in operating costs com- 
pared to the conventional panel you may now own 
could top $100! Big 4-ft. doors rear and curbside 
plus 204 cu. ft. of loadspace, and a floor that's 
flat the full length, mean easy cargo handling. 
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ECONOLINE — ALL-ROUND ECONOMY LEADER — 
and low price is only the start! Certified tests show this pickup 
may save $100 on gas, oil, tires and license over your present 
conventional pickup every 16,000 miles you drive. 


PROVEN 262-CU. IN. BIG SIX FOR FORD MEDIUMS 
includes more heavy-duty engine features than any 
other Six of its size. Never before such long-term dura- 
bility, reliability, and economy at so low a price. 


PRODUCTS OF (Gord MOTOR COMPANY 





of the auto strike), the market averages 
have failed to make further headway on 
the up side, and have in fact dropped 
back moderately. 


The New York Times average of 50 
combined stocks showed, at the close on 
Sept. 29, a decline of about 2 per cent 
from the average at Aug. 28. On the 
first-mentioned date, the average was 
13 per cent above the 1960 year-end but 
nearly 6 per cent below the 1959 close, 
and about 7 per cent higher than the 
average at the end of the previous year. 


While domestic statistics have been 
uniformly favorable--industrial produc- 
tion, for example, making a new high-- 
international tensions have tended to 
tighten and multiply. Not only is the 
market now beSet with the Berlin crisis, 
but the Katanga fighting in the Congo 
has been another source of anxiety and 
the death of Secretary General Hammer- 
skold and the resulting confusion in the 
U. S. has been a factor of further dis- 
turbance. 


Until these international crises 
are resolved, it appears that little can 
be expected of the market averages in 
terms of a violent upsurge. The bene- 
fits derived by the market from the ad- 
ditional defense spending announcements 
have now largely been absorbed and new 
factors will probably be needed to bring 
about any sharp rise from present levels. 


GROWTH UTILITY STOCKS: There has 
recently been a controversy between se- 
curity analysts representing two differ- 
ent schools of thought with respect to 
growth stocks of utilities. One group 
feels that the price-earnings ratios of 
these stocks, on the average, are too 
high, and that, accordingly, the prices 
thereof are likewise on the high side. 
The other school holds that while price- 
earnings ratios of utility common stocks 
may seem high, these stocks are rela-= 
tively a better buy than industrial 
equities, and, therefore, represent the 
best stock investment. 


It would seem this latter group 
overlooks one important factor, namely 
that the majority of investors probably 
reach their decision whether to invest 
in common stocks or in bonds or other 
fixed income obligations on the basis of 
whether common stocks seem high or low. 
On this reasoning, even if utility 
growth stocks are relatively more at- 
tractive than industrial stocks, both 
groups may be considered too high to 
represent a sound investment at present 
levels. There is, no doubt, a minority 
of investors who are determined to pur- 
chase stocks in order to protect against 
inflation, and as to these, the conclu- 
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sions of the second group of analysts 
may be valid. 


ECONOMIC RECOVERY CONTINUES: As 
stated above, almost every available 
statistical item witnesses the complete 
recovery of the nation's economy from 
the recent recession. Consumers appear 
to be both able and willing to spend 
more in consumption. Also, business ap- 
pears to be willing to increase its 
spending for plant expansion. In addi- 
tion, home building is on the increase. 


But the recovery, though solid, does 
not appear to be of the "runaway" vari- 
ety. It more likely seems a slow, sound 
increase both in consumption and produc- 
tion, which can hardly fail to benefit 
almost every basic statistic which 
depicts the condition of the national 
economy. 


TAXATION: With adjournment of Con- 
gress on Sept. 27, definitely gone is 
all possibility of any amendment to the 
income tax laws at this session (except 
the special du Pont legislation.) Busi- 
ness, at least at its high levels, seems 
happy over the demise of the Administra- 
tion's income tax credit plan for plant 
expansion. Apparently they look forward 
to a better chance to improve deprecia- 
tion deductions by law changes next 
year. 


The projected right of taxpayers to 
deduct any annual tax depreciation they 
choose is not without its problems. 
First, it would make it difficult to ap- 
praise the quality of corporate earnings. 
Next, taxes from higher depreciation 
would be deferred and not saved--similar 
to the present liberalized depreciation. 
Third, corporate earnings would be re- 
duced by the excess of the higher depre- 
ciation over the tax reduction therefrom. 


The utilities would have a special 
problem because any such action would 
tend to increase book depreciation to 
the tax level, thereby reducing earn- 
ings. This wouldn't bother the small 
telephone systems which don't care par- 
ticularly about common stock earnings, 
but it would adversely affect the larger 
Systems with publicly held shares. Of 
course, if tax depreciation were to be 
increased, it would enhance the cash in- 


come of the small systems through paying 
lower income taxes. 
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The Plant Man’s 


NOTEBOOK 


By RAY BLAIN, Technical Editorial Director 


HERE WAS a time when many 

Independent telephone companies 

furnished only standard service to 
their subscribers. Of course, this has 
been drastically changed in recent 
years and now most Independents are 
making a real effort to provide any 
special service that may be required 
by their business customers. Tele- 
phone company representatives are al- 
ways willing to consult with a cus- 
tomer and design a system and provide 
equipment that will best meet the sub- 
scriber’s requirements. 

The Southern Nevada Telephone Co. 
of Las Vegas, Nev., and the Chautau- 
qua & Erie Telephone Co. of Westfield, 
N. Y., are two Independents that can 
be cited as good examples of this mod- 
ern approach in furnishing customers 
the type of special service that best 
meets their needs. 

In an effort to eliminate an assort- 
ment of troubles ranging from unnec- 
essary customer call-in delays to over- 
worked conditions on the part of reser- 
vation clerks, the office of Trans World 
Airlines (TWA) at Las Vegas, Nev. ap- 
proached the officials of Southern 
Nevada Telephone Co. with a request 
for improved telephone service. The 
telephone company then arranged a 
meeting with the airline’s officials 
which resulted in a complete list of re- 
quirements necessary to provide tele- 


Miss Dagny Duke at the supervisor’s 
position of TWA’s call distributor sys- 
tem in Las Vegas, Nev. 
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phone service which would insure the 
proper functioning of the airline’s res- 
ervations office. The telephone com- 
pany’s engineers worked with engi- 
neering personnel of the United States 
Instrument Corp. and its call distribu- 
tor system was born. 

This system is arranged as follows: 
The type 30C PABX is equipped with 
five trunks, 100 lines, 12 links and six 
long line adapters. The call distributor 
is equipped with 20 trunks, 24 posi- 
tions, 10 overflow circuits and one re- 
corder announcer. Thus, an arrange- 
ment is provided to equally distribute 
calls from a group of one-way incom- 
ing trunks to all attended positions. 

Each attendant may access outgoing 
lines to the PABX or central office to 
obtain information. Incoming calls may 
be connected for conference with the 
attendant and the outgoing line. Fur- 
ther, by using the 30C PABX circuits, 
incoming calls may be transferred to 
PABX stations. 

Incoming calls are accessed to the 
airline’s reservations clerks in rota- 
tion. Thus, no one attendant will re- 
ceive more than her share of incoming 
calls and the work load is distributed 
with maximum efficiency. Infrequent 
busy conditions throughout the system 
cause incoming calls to be automati- 
cally extended to overflow circuits. 
After a delay of 20 to 30 seconds, the 
call is cut through to a recorded an- 
nouncement. Calls thus delayed are 
extended to positions in the order re- 
ceived. Subsequent calls are automat- 
ically delayed until existing calls have 
been served. 

A supervisor’s position, for the mon- 
itoring of service rendered by any or 
all attendants, is also provided. The 
supervisor may, when traffic condi- 
tions require, assist in the handling of 
attendant’s duties. In general, however, 
this position is reserved for the mon- 
itoring of traffic volume and the num- 
ber of calls being delayed or abandoned 
throughout the system. 

The United States Instrument call 
distributor may be used with or with- 
out the Type 30C PABX. 

In Chautauqua & Erie company’s 
territory, the Kling Furniture Co., a 
50-year-old family enterprise in West- 
ern New York, because of increased 


business, had outgrown its 
manual telephone service. 

The furniture company consulted 
with the C&E company, headquartered 
at Westfield, N. Y., and it was decided 
that the Stromberg-Carlson F-50 PBX 
would best meet their service re- 
quirements. This system features the 
“Touch-Lite” turret. 


existing 


Chester Helgran, seated, vice president 
of the Kling Furniture Co., and a di- 
rector of the Chautauqua & Erie Tele- 
phone Co., with his associates in the 
furniture company, Paul and Tom 
Kling. This New York furniture plant 
has the first installation of Stromberg- 
Carlson F-50 equipment in the country. 


The transfer and _ supervision of 
calls are accomplished by merely 
touching translucent keys which il- 
luminate. This turret is a two-tone 
metal cabinet 9 inches x 15 inches x 
5 inches. It has a capacity of 50 lines, 
10 trunks, and six links. The dial is 
located on the right side for operator 
ease and convenience. The turret is 
delivered fully equipped, completely 
wired and with cables attached. 

The equipment unit of the F-50 sys- 
tem is a compact, sound-proofed of- 
fice type cabinet. It is equipped with 
rollers and can be easily moved to 

(Continued on page 56) 
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New Order System Improves 
Service; Saves Time, Money 


NEW SYSTEM of outlining and 
A distributing hookup data for trunk 

and special service telephone lines 
is paying dividends in increased effi- 
ciency and better customer service for 
Northwestern Bell Telephone Co.’s 
Minneapolis-St. Paul operations. 

Put in effect by the company’s fa- 
cility administration center early this 
year, it has, according to Don Tracy, 
facility planning supervisor: 


Taken any “guesswork” out of in- 
terpreting cross-connect information; 

Cut down substantially on paper- 
work handling time; 

Increased efficiency of 
and trouble-shooting 
a resultant 
service. 


installation 
operations with 
improvement of customer 


A layout supervisor, using trunk cable 
records, draws up an XRL, or cross- 
connect running list, for a special serv- 
ice telephone line. He is detailing the 
route to be taken, equipment needed, 
and the control centers it will go 
through. The new form permits the 
information to be listed in chronologic 
order with space at the bottom for a 
detailed sketch of the circuits to be 
used. 


Keys to the system are two forms 
called XRL’s, or cross-connect running 
lists, which have been pre-printed on 
a new copy paper developed especially 
for handling short-run reproductions 
in a dry process copying machine. 

The forms were designed by the fa- 
cility administration center, which was 
established in November of last year 
with an assigned goal of centralizing 
records, cutting down on paperwork, 
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and generally increasing field efficien- 
cy. 

Response to the new system has been 
excellent, according to Mr. Tracy. 

In the past, information for setting 
up such private line facilities as TWX 
systems, radio relay circuits, direct 
telephone lines and the like was han- 
dled from the central office by tele- 
type on a5% x 8%-inch six-part snap- 
out form. 

Since it often is necessary to have 10 
or 12 copies, this meant the forms had 
to be filled out twice. Also, it was 
hard sometimes to make out the infor- 
mation on the fifth or sixth carbons. 
Most important, however, was the fact 
that the forms lacked sufficient detail. 
If a man was not familiar with all the 
trunk circuits in a given job area, con- 
siderable time could be lost. Then, too, 
the information from these snapout 
forms had to be posted at the field test 
centers from the original order to a 
card for line card-filing purposes. This 
operation, besides taking a clerk’s time, 
could result in possible errors while 
the information was being transferred. 

The new XRL forms consist of a sin- 
gle 8% by 1ll-inch sheet, printed on 
type “A’”’ systems paper for use in 
“Thermo-Fax” copying machines. 
When an order comes in for a special 
service installation, the request is tele- 
typed to the facility administration 
center. Here, the layout supervisor, us- 
ing the trunk cable records, draws up 
the XRL detailing the route to be 
taken, equipment needed, and control 
centers it will go through, all in chron- 
ological order. 


A finished XRL form is run through 
the copying machine by a clerk who 
makes enough copies to circulate to 
test centers involved. The master copy 
is retained in the files for use again 
whenever necessary. 


In a space set aside in the lower 
one third of the sheet, the supervisor 
includes a detailed sketch of the cir- 
cuits to be used. 

The completed work sheet then goes 
to a girl in the mail department who 
uses the copying machine to produce 
as many black-on-white copies as are 
needed on bond quality, permanent 
copy paper. Cost of each reproduction 
is less than two cents. 

Copies of the XRL sheets are dis- 
patched by messenger to test centers 
throughout the area. 

In the past, if a man wasn’t familiar 
with all the circuits on the order, we 
could run into delays, Tracy said, or 


Don Tracy, facility planning supervi- 
sor, checks a file for a copy of a cross- 
connect running list. The master 
copies are filed and if necessary at a 
later date, new information can be 
added, or old data changed, and the 
masters used to make new copies for 
circulation to the test centers. 


situations could develop where the 
men tended to become “specialists” in 
one part of an area and wouldn’t know 
the others. Now, he added, they get 
the full picture with each order and 
anyone can handle a given job any- 
where. 

Instead of posting information from 
the XRL orders, the people in the 
field test centers fold them into jackets 
and put the order copies themselves 
in the line card tub files. This way, 
when a trouble call is received, the 
order, with the complete circuit infor- 
mation laid out on it, is readily avail- 
able and tracing of the trouble can be 
started immediately. 

There wasn’t enough file informa- 
tion under the old system, Mr. Tracy 
said, and sometimes the men had to 
contact the central records department 
to get it, or a field man had to trace 
each circuit out. This was costly in 
point of lost time and customer service. 

The original XRL sheet, meanwhile, 
is retained in a file in the facility ad- 
ministration center. If the customer 
should discontinue the service, the 

(Continued on page 54) 
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Are you paying for 


TWO GUYS 
During the life of 


ONE POLE? 


INSTALL ALUMOWELD STRAND ONCE 


and eliminate 
replacement costs 


There’s no built-in replacement cost to be paid later when you 
buy Alumoweld Guy Strand. Alumoweld matches the long life of 
modern poles, as a guy strand should. It stays up and retains its 
strength, unimpaired by years of exposure to the elements, because 
an extra-thick aluminum covering (25% by area) protects the 
steel core from rusting. 

Size for size, Alumoweld Guy Strand has the same tensile strength 
as extra-high-strength steel . . . weighs less . . . is easier to install 

. and will last far longer. 

Why pay for two guys during the life of one pole when one 
Alumoweld Guy will do the job and save you money and trouble? 
For your convenience, stocks of Alumoweld Strand are available 
for immediate shipment from our warehouses in New York, Chicago, 
Pittsburgh and Memphis. 


COPPERWELD STEEL COMPANY wire ANb CABLE DIVISION, GLASSPORT, PA. 


For Export: COPPERWELD STEEL INTERNATIONAL COMPANY, New York 
Canadian Distributor: NORTHERN ELECTRIC COMPANY LIMITED 


[ejLID) GUY STRAND 
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Bell Science Kits Popular in High Schools 


WO CLUSTERS of teachers stood 
7 grouped around tables in the front 
of the New Jersey Bell Telephone 
Co. Vail auditorium. They had just 
heard about and seen demonstrated 
two science kits—part of a Bell Sys- 
tem educational program for use in the 
nation’s high schools. Now they were 
experimenting with completed versions 
of the two kits; their trained minds 
busily planning ways of using the two 
science teaching aids in their high 
school physics classes. 
The two kits—a mechanical wave 
machine designed to demonstrate simi- 


Available to Independent telephone companies 
for presentation to schools in their territories 


larities in wave behavior and a pack- 
age entitled “From Sun to Sound” 
demonstrating possible uses of the 
transistor and the solar battery—are 
products of an effort to provide more 
useful educational materials to schools. 

In the summer of 1959, a Bell Sys- 
tem task force studied telephone com- 
pany school activities to find out what 
the companies were doing and why, 
what educators thought about the sys- 
tem’s present school activities and 
what they felt might be done to make 
these activities of more value to the 
schools. 


One of the main findings of the 
study was that educators were par- 
ticularly eager to secure teaching aids 
in the field of science. However, they 
did not want kits with detailed as- 
sembling instructions that merely test- 
ed the reading ability of their students. 
They suggested that kits be designed 
that would require the student to apply 
mathematical and scientific principles 
in their construction and use. 

The kits demonstrated before the 
New Jersey teachers and educators 
are part of the first Bell System school 
program with these objectives in mind. 


“From Sun-to-Sound” experiment completed, Chet Briggs III, son of C. E. Briggs, AT&T’s coordinator of the system’s 
high school science program, called in his sister, Charlotte, as a witness and turned on the man-made sun. 
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First of the science packages is a 
mechanical wave machine. Invented 
by Dr. John N. Shive of Bell Telephone 
Laboratories, the machine is the first 
ever to demonstrate visually many as- 
pects of wave behavior. The package 
is made up of five parts—the wave 
machine; a lecture to use in demon- 
strating the machine; a film in which 
Dr. Shive demonstrates the machine 
and uses it to help explain the funda- 
mental physics of wave motion; a 
teacher’s manual and a student’s man- 
ual. 

Since wave behavior is essentially 
the same in various mechanical, elec- 
trical, acoustical and optical systems, 
the wave device is expected to have 
wide use in high school physics 
courses. Bell Laboratories has con- 
tracted with a manufacturing company 


The science kit wave machine, made up of iron rods 
clipped to a center rod and mounted on a wooden base, 
had some stormy sessions following demonstrations before 
educators. (Top) The machine gets concentrated attention 
from physics teachers Emil J. Piel (right) from East Or- 
ange, N. J., and Richard F. Mason of Madison, N. J. (Bot- 
tom) Dr. Richard B. Scheetz, science coordinator of New 
Jersey State Department of Education, and William Guth- 
rie of his staff examine the clip that fastens two units of 
the machine together. 
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With the science kit pictured, plus an earphone, some 
wax paper, aluminum foil and his own ingenuity, the ad- 
vanced high school student can produce sound from sun- 
light. Furnished in this new Bell System program for high 
school physics classes are (clockwise from upper left): the 
mounting chassis—the audio-oscillator is assembled on 
this cardboard base; mounting clips and washers used in 
the assembly; Fahnstock clips for making electrical con- 
nections; wing nut and bolt for holding transforn:sr to 
mounting chassis; booklet providing background infor- 
mation for completing experiment; solar cell and trans- 
former core assembly; transistor and associated plug-in 
base; and core bobbins and copper magnet wire for use 
in winding transformer. 


to produce the machines and make 
them available to schools. They can 
be purchased direct from the manufac- 
turer in two forms—assembled or in 
kit form to be assembled by students. 

The participating schools will share 
in the cost of the wave machine itself 
and the student’s manual. The re- 
maining parts of the package will be 
available from the telephone companies 
without charge. 

The second science package was de- 
veloped as the result of requests for 
material that would challenge superior 
students. The task force study showed 
that educators wanted the theory of 
such new devices as solar batteries and 
transistors. And they wanted a kit that 
could be adapted by the imaginative 
student for more than one experiment. 

The “From Sun to Sound” package, 
developed by Bell Telephone Labora- 
tories, was built to fulfill these specifi- 
cations. 

Furnished to schools free upon re- 
quest up to a maximum of three for 


(Continued on page 56) 
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“Wild Bill’ Johnston 


—the Salesman 


EVI MILLER and his young mate, 
L Joe Gatenby, knew that something 

was bothering their wire chief, but 
“Wild Bill” Johnston was not one to 
share his supervisory troubles with his 
staff. 

Just two weeks ago, the company 
directors had turned down Bill’s ap- 
plication for a new construction truck. 
They agreed that the present ex-army 
vehicle should be replaced. They knew 
it jumped out of gear when pulling 
uphill, and one man had to crawl un- 
der the vehicle with a crowbar to pry 
the gears back in place while another 
jammed chocks under the rear wheels. 

They also knew that the company 
should convert to dial; some older sec- 
tions of the outside plant should be 
rebuilt; and that the costs seemed for- 
midable. There were, however, several 
ways open to raise money, and the 
directors made it clear that Bill’s de- 
partment could help by selling more 
services and equipment to the present 
customers. 


Whatever Bill’s other shortcomings 
might have been, it cannot be denied 
that he was loyal to his company and 
he began to regard some of his busi- 
ness acquaintances as new sources of 
telephone revenue. 

At the last meeting of the Cedar 
Corners Booster Club, Bill heard that 
an out-of-town competitor, the Ace 
Sound Co., was trying to get the in- 
tercommunications subcontract for Ce- 
dar Corners’ new general hospital. 

Bill had the hospital’s request for 
telephone service, but he never 
thought to find out if there were any 
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other communication needs that the 
telephone company could provide. He 
had never done any selling before. If 
somebody wanted a_ telephone, he 
came to the business office and applied 
for it. Now, it occurred to him that 
additional revenue was being ignored. 
The directors had made it clear; ad- 
ditional revenue was needed. And that 
is how the bluff plant man from the 
“old school” found himself playing the 
role of an equipment salesman. 

The office of George Jenkins, archi- 
tect, was efficient and ultra modern, 
but Bill was unimpressed as he im- 
patiently sat in the waiting room and 
watched other visitors pass into the 
door marked “private”. Mr. Jenkins 
was new in Cedar Corners, but his 
efficiency and aggressiveness had won 
him the responsibility of directing the 
construction of the new hospital. The 
door swung open, and Jenkins hurried 
into the office frowning over a handful 
of papers. 

“T can’t wait any longer,” thought 
Bill. “After all, I am Mr. Telephone 
here in Cedar Corners, and it’s time 
this young buck found out.” 

“Uh, Mr. Jenkins?” 

“Yes?” 

“I’m Johnston, Bill Johnston from 
the telephone company. I’d like to talk 
to you about the intercommunications 
system in the new hospital.” 

“Have you an appointment, 
Johnston?” 

“Well, uh, no....” 

“Sorry, I’m busy right now. Use one 
of your telephones to make an appoint- 
ment and I’ll be glad to see you, Mr. 
Johnston.” 

The brisk young man wheeled away, 
and left Bill clutching his battered felt 
hat and feeling a little foolish. 

“Use one of my telephones, huh!” 
he mumbled as he stomped across Main 
Street and took refuge behind his fa- 
miliar, cluttered desk. Bill was a per- 
sistent salesman, however, and two 
days later, he appeared in the archi- 
tect’s office at his appointed time and 
was ushered into Mr. Jenkin’s office. 

“Frankly, the Ace Sound Co.’s bid 
looks pretty good, Mr. Johnston,” the 
architect was saying. “Cost is an im- 
portant consideration in this project, 
and I favor buying equipment over 
renting it.” 


Mr. 


“But every time there is trouble in 
your own system, the hospital has to 
bring a repairman from out of town to 
repair it,’”’ Bill countered, “and the hos- 
pital has to do without while that man 
is getting here.” 

“True, but there is a three-month 
guarantee, and new equipment should 
be trouble free for a good many years,” 
replied Jenkins. 

“Ah yes, but then the hospital has to 
go to the expense of scrapping the old 
system and replacing it with a new 
one,” said Bill. “Our system is in- 
stalled by careful craftsmen, who 
know they will have to maintain the 
equipment, and can restore it quickly 
to service. Free maintenance is worth 
considering, and fast restoral service is 
important in this case, isn’t it Mr. 
Jenkins?” 

“Well, yes, you have a good point 
there, Johnston. I suppose your men 
are more experienced with the in- 
stallation and maintenance of this type 
of equipment, and it’s true, we would 
have no depreciation. But I will have 
to hold my decision until I can study 
your bid.” 


Bill was poring over the hospital 
plans and filling sheets of paper with 
figures when Levi came up to the dis- 
tribution frame to run the jumpers 
for tomorrow’s orders. 

“Three straight-ins and two T-F’s, 
looks like a busy day,” mused Levi. 


(Continued on page 58) 
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Appeal Ruling in Ill. Denying 
Right to Attach Device 


Phonex Instrument Co. has ap- 
pealed to the circuit court in Chicago 
an Illinois Commerce Commission or- 
der, which prohibits it from attaching 
its alarm device to telephones. 

The company manufactures an in- 
strument which is designed to spread 
an alarm, via the telephone, when 
stores or offices are confronted with a 
burglary, fire or other emergency. 

The commission in July had ruled 
in favor of Illinois Bell Telephone Co. 
in an action brought by Phonex against 
Illinois Bell for refusing to allow at- 
tachment of the Phonex automatic tele- 
phone emergency reporter to Bell’s 
facilities. Bell claimed that the Phonex 
device violated the telephone com- 
pany’s tariff. The commission ruled 
that the device would interfere with 
ordinary telephone service. 

Phonex asked the commission to re- 
hear this decision, but the request was 
denied. 

In the suit currently filed by Phonex 
attorney, William A. Cunnea, a review 
is asked of the commission action, 
which is termed, “unreasonable and 
unlawful, and not in accordance with 
the record in the case.” 

The Phonex instrument was _ in- 
vented by Jack J. Zimmerman of Riv- 
erside, Ill. It is said that it will dial 
any pre-set number such as police or 
the fire department to transmit an 
alarm. The device is activated by 
special trip circuits. 


Perrine Resigns from ICC; 


Longest ijl. Commission Term 

George R. Perrine of Aurora re- 
signed on Sept. 28 as a member of 
the Illinois Commerce Commission, ef- 
fective Oct. 1, and announced that 
he will return to the practice of law 
in Aurora and Chicago. 

Mr. Perrine was chairman of the 
regulatory agency from January, 1953, 
until last July, when Gov. Otto Kerner 
appointed James W. Karber of Ridg- 
wav to the position. Mr. Perrine re- 
mained as a member of the five-man 
commission. 

His eight-year, eight-month 
as chairman was the longest 
history of the commission. 

Before being named chairman by 
former Gov. William G. Stratton, Mr. 
Perrine served eight years as assistant 
commissioner. 
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term 
in the 


Courts and Commissions 


He was president of the National 
Association of Railroad & Utilities 
Commissioners in 1959-60. 


Neb. Commission Hearing 
Sale, Merger Applications 


Hearings were to have been held 
on Sept. 29 by the Nebraska Railway 
Commission on a request of the Key- 
stone-Arthur Telephone Co., Key- 
stone, a corporation, to purchase the 
present company of that name, a sole 
proprietorship. 

* 

A hearing was also scheduled on 
that date on a request of the Hart- 
man Telephone Exchange, Inc., Dan- 
bury, to purchase the unincorporated 
properties of the Danbury-Lebanon 
and Haigler Telephone Exchanges, 
owned by Leo G. Hartman. 

e 

The commission denied an applica- 
tion for merger from the Curtis Tele- 
phone Co. and the Curtis Co-operative 
Equity Telephone Co. when it was 
learned that there would not be suf- 
ficient funds for a proposed dial con- 
version. 

o 

The Nebraska commission has set 
hearings on Oct. 10 on the application 
of the Clarks Telephone Co. to pur- 
chase the properties of the Staplehurst 
Telephone Co.; and on Nov. 3 on the 
application of the General Telephone 
Co. of Nebraska, Columbus, to pur- 
chase the Miller Independent Tele- 
phone Co. 


N. M. Commission Denies Bell 
Protests of Tax Valuation 


The New Mexico Tax Commission 
flatly denied protests of 1961 valua- 
tions from Mountain States Telephone 
& Telegraph Co. and American Tele- 
phone & Telegraph Co. in separate 
opinions, it was reported on Sept. 23. 

The commission has set American 
Telephone & Telegraph’s assessment 
at $10,998,000 for 1961. It fixed Moun- 
tain States Telephone company’s as- 
sessment at $47,412,067. 

The companies had based their pro- 
tests on two contentions. They held 
that fhe commission discriminated 
against them in comparison with other 
corporate taxpayers. 

They also claimed the tax commis- 


sion, over the years, has allowed local 
tax assessors to assess at such a low 
level that the practice has created in- 
equities. 

The companies did not set a recom- 
mended figure for 1961 assessments. 

Formal hearings were held in late 
August by the commission for both 
companies. 

Mountain States and AT&T may ap- 
peal the commission’s decision within 
15 days to district court. If an appeal 
is taken, it likely will be filed in Santa 
Fe District Court. 


Approve Rate Adjustments 
For 3 Minnesota Companies 


The Minnesota Railroad & Ware- 
house Commission on Sept. 25 granted 
three rate adjustments as follows: 

Lakedale Telephone Co., Annadale, 
was allowed to add a surcharge to 
present rates at its Hamel exchange to 
provide for extended area service. 

This EAS would be provided be- 
tween Hamel which serves 260 sta- 
tions, and the Lake Minnetonka and 
Minneapolis exchanges. As a result of 
polling its subscribers, the company 
found that 85.2 per cent voted for this 
EAS. Cost of providing it will come to 
$33,400. The company hopes to put the 
EAS into operation by December 1962. 

Present dial rates and rates incor- 
porating the surcharge follow. 


With 


Business Present Surcharge 


$5.35 $31.00 
4.85 — 
3.75 7.00 


One-party 
Two-party 
Multi-party rural 
Residence 
One-party 
Four-party 
Multi-party rural 


3.50 
2.75 
3.45 


7.75 
5.25 
6.00 


Lowry Telephone Co. was granted 
an increase to cover increased costs 
for materials and wages. 

The company provides manual serv- 
ice at Lowry to 142 local and 438 rural 
stations. 

Under approved rates, it will have a 
net income of $3,969, giving it a 5.71 
per cent rate of return on its $69,458 
rate base. 

With its old rates, it had a net in- 
come of $330, giving it a .47 per cent 
rate of return. 


(Continued on page 44) 
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PROVIDES 


TYPE 80A PABX. A complete communications 
system for up to 80 lines. Handles up to 12 inside 
and 16 outside calls at once. Compact attendant 
cabinet keeps traffic moving swiftly. 


TYPE 85-C PHONE. For two-line pickup, signaling 
and extension exclusion. Ideal for retail store or 


small office. Simple turn button switches from one 
line to another. Choice of colors. 


eS 


BUSINESS COMMUNICATIONS 


TYPE 86 PHONE. Provides switchboard convenience 
for small subscribers. Up to six central office, PBX 
or private lines. Dial or pushbutton intercom 
service. Choice of colors. 


SPEAKERPHONE /Executive Model. Gain switch- 
ing eliminates feedback, singing and other distor- 
tions. Your customer gets the same high quality 
transmission with loud speaker or handset! 6 colors. 


For details on our complete line of business phones, PABX and PBX boards and 
key systems, see your AE representative. He can also furnish you with valuable 
sales aids to help you promote business communications equipment. To contact him, 
just write Automatic Electric Sales Corporation, Northlake, Illinois. 





TYPE 75 PABX. Designed to serve up to 200 lines. 
Can be expanded for greater capacity. Desk-type 
attendant cabinet (shown here) or floor-type 
attendant cabinet. 14 optional services. 


TYPE 87 PHONE. Three lines with hold feature on 
each line. Signal button for secretarial buzzing. 
Optional: extension exclusion, common audible 
signal for all three lines. Choice of colors. 


CALL COMMANDER* PHONE. Key system service 
for up to 17 outside PBX or private lines. Push- 
buttons light to serve as line signals. Intercom and 
conference features, too. Beige or green. 


TYPE 40A PABX. A complete communications 
system for up to 40 lines. Handles up to six inside 
and 10 outside calls at once. Compact attendant 
cabinet keeps traffic moving swiftly. 


AUTOMATIC ELECTRIC 


GENERAL TELEPHONE & ELECTRONICS (a) 


* CALL COMMANDER is a registered trademark of Automatic Electric Company. 








TANGENT 
SUPPORTS 


Superior Tangent Supports TS 
222 and TS 934, constructed of 
galvanized steel, provide a 
low-cost, simple method of 
supporting I.M. (Integrated 
Messenger) wire products. TS 
222 will support a steel mes- 
senger of .062 diameter. TS 934 
will accommodate steel mes- 
sengers of .083, .109 and .134 
diameters. Both tangent sup- 
ports hang on the 7/16” diame- 
ter drive hook, 


For prices, write 


SUPERIOR 
CABLE 


SUPERIOR CABLE CORPORATION 
HICKORY, NORTH CAROLINA 


Present gross rates and approved 


gross rates follow: 


Business Present 
One-party $3.50* 
Two-party — 
Four-party 

(Farwell only) 3.50* 
Multi-party rural, 

magneto o.a0°* 
Multi-party rural, 

dial, Alexandria 
Multi-party rural, 

dial, Glenwood 
Residence 
One-party 
Four-party 
Four-party 

(Farwell only) 
Multi-party rural, 

dial, Alexandria 
Multi-party rural, 

dial, Glenwood 
Multi-party rural, 

magneto y yf. 


Approved 
$5.25* 
4.50* 


5.65** 


4.00* 
3.00* 


4.00* 
3.75** 
£1¢°* 
3.75** 


*25 cents discount allowed if paid 
on or before 20th of month. 

**On rural rates which are billed 
quarterly, 75 cents to be allowed if 
paid on or before 20th of first month 
of quarter, 50 cents if paid on or before 
20th of second month, 25 cents if paid 
on or before 20th of third month. 


Pineland Telephone Co., McGregor, 
was allowed to establish rates at its 
new Kimberly exchange and to raise 
rates at its Palisade exchange. 

With the aid of a $310,000 loan from 
the Rural Electrification Administra- 
tion, the Pineland company is rehabil- 
itating Palisade and is establishing the 
Kimberly dial exchange. 

Extended area service will be pro- 
vided between Palisade and the Aitkin 
exchange of the Pioneer Northern 
Telephone Co., Waconia; between 
Kimberly and Aitkin, and between 
Kimberly and the Pineland company’s 
McGregor exchange. Cut-over of both 
Palisade and Kimberly is planned for 
December, 1961. 

Pineland has dial exchanges at 
McGregor, McGrath, Tamarack, Wil- 
low River, Nickerson, Askov, Finlay- 
son, Kettle River, Cromwell, Wright 
and Palisade and it serves 651 local 
and 2,178 rural stations. The five year 
growth is expected to add an addi- 
tional 1,000 stations. 

The company’s net income under 
the approved rates will rise from 
$59,485 to $64,619. Its rate of return 
on its $2,011,483 rate base will increase 
from 2.95 per cent to 3.21 per cent. 

Present and approved rates for Pal- 
isade are as follows: 


Business Present Approved 
One-party $5.25 $9.25 
Two-party 4.50 8.00 
Four-party 4.25 — 
Multi-party rural 4.50 8.00 
Residence 

One-party 4.00 

Two-party 3.50 

Four-party 3.25 


| Multi-party local 3.00 


Multi-party rural 3.50 


Presently only multi-party rural 
service at $3.00 is provided at Kim- 
berly. Approved rates for Kimberly 
are: Business, One-party, $9.75; two- 
party, $8.50; multi-party rural, $8.50; 
Residence, one-party, $6.25; two-party 
$5.25; four-party, $4.00; multi-party 
rural, $5.25. 


Nebraska Company Is Granted 
Raises at Its Five Exchanges 


Increased rates, effective Oct. 1, 
were allowed for the Farmers Tele- 
phone Co. of Dodge County. North 
Bend, by the Nebraska Railway Com- 
mission on Sept. 20. 

For several years the company has 
engaged in a program of moderniza- 
tion and now provides dial service to 
about 2,084 subscribers at North Bend, 
Scribner, Dodge, Snyder and Webster. 

Rates were authorized as follows: 


North Bend, Scribner 

Approved 
Business Old rates rates 
One-party $4.00 $6.00 
Two-party 3.50 5.50 
Residence 
One-party 2.80 4.40 
Two-party 2.30 3.90 
Rural 2.40 4.00 
Rural business 5.00 


Dodge 
Business 
One-party 
Two-party 
Residence 
One-party 
Two-party 
Rural 

Rural business 


Snyder 
Business 
One-party 
Residence 
One-party 
Four-party 
Rural 

Rural business 


Webster 
Business 
One-party 3.50 5.00 
Rural 2.90 4.50 


Extended area service is provided as 
follows: North Bend to Webster, Scrib- 
ner to Snyder and Webster, Dodge to 
Snyder and Webster, Snyder to Scrib- 
ner, Dodge and Webster, and Webster 
to North Bend, Scribner, Dodge and 
Snyder. 

New rates will produce an estimated 
gross operating revenue of $150,745 
per year, an increase of $39,417. Ex- 
penses are estimated to be $91,244, ex- 
clusive of $19,702 in taxes. This will 
produce a net income of $39,799 for 
interest and dividends or a rate of re- 
turn of 6.37 per cent on a net book rate 
base of $624,945 or a rate of return of 
5.65 per cent on the rate base submitted 
by the Farmers company which in- 
cludes $79,978 for deferred charges 
and adjustments for working capital. 
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Result: a NEW* Budelman VFR at 
a cost 80% below competition! 


As an outgrowth of extensive lab and 
field testing, Budelman provides a new 
and improved VFR* Type 251A, at 
less than $100 per unit. It is the lowest- 
cost, high-gain repeater... incorpo- 
rates newly designed transistorized 
circuitry* for uniform speech gain 
over any telephone line facility. Stabil- 
ity is excellent even without auxiliary 
equipment. (When ordered with equal- 
ization networks for unloaded cables, 
loading coils are not needed!) Unit 
features design economy, campactness 
—(4 take only 1%” of rack space), low 
power drain and built-in signaling 
by-pass. Installs WITHOUT test equip- | : 
ment ... supplies usable gain of line a | os 
, me? 
attenuation less 3 db — 15 ‘db max- [ ie | 
imum. Call or write today for complete i ga SES 
oo wo 


«- 
‘ a 


information! 
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AGNOLIA 


-~SPRAY-ON 
CHEM 


MAGNA-LUBE 
Silicone 
ALL PURPOSE 


Macna-LuK 
ALL PURPOSE 
ar 
(usricanT 
SPRAY 


Lubricates, stops 
squeaks, protects. 
For use on Metal, 
Rubber, Vinyl. 
Wt. 13 #. 


16 OZ. BOMBS 
PACKED 12 TO CASE 


CODE SAP-3 


MAGNA-SHEEN 


PERFECT CONTROL 


for 


DUST PROBLEMS 


Especially 
adaptable for 
areas where 
delicate 
instruments 
and switches 
are in use, 


Wt. 17#. 


16 OZ. BOMB 
PACKED 12 TO CASE 


CODE SM-6 


MAGNOLIA CHEMICAL CO., INC. 


CHICAGO + LAFAYETTE, IND. + TAMPA + DALLAS 
LOS ANGELES 
Order from your 
Telephone Supply Distributor 
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P.E.1. Company Requests 


Authority for Stock Issue 


The Island Telephone Co., Char- 
lottetown, Prince Edward Island, has 
applied to the P.E.I. Public Utilities 
Commission, it was reported on Sept. 
23, for authority to issue rights to sub- 
scribe to additional shares of its com- 
mon stock. 

President J. E. Richardson stated 
that additional capital was needed to 
finance the company’s 1961 expendi- 
tures program. More than $900,000 is 
to be spent in 1961, as against capital 
expenditures last year of $515,836. Is- 
land Telephone is continuing its pro- 
gram of extending service to rural 
areas. 

The company is_ controlled’ by 
Maritime Telegraph & Telephone Co., 
Halifax, Nova Scotia. 


Company Asked to Show 


Why Service Did Not Improve 

The Walnut Hill Telephone Co., 
Lewisville, was directed by the Ar- 
kansas Public Service Commission on 
Sept. 22 to show cause why its service 
at Foreman should not be improved, 
and the rates at the Foreman ex- 
change lowered. A hearing was set for 
Oct. 17. 

The Walnut Hill company, which 
has exchanges at Lewisville, Foreman, 
Bradley, and Mineral Springs, re- 
ceived a $15,000 rate increase under 
bond last winter after the Arkansas 
commission had earlier ordered a re- 
duction in its rate request (TELEPHONY, 
Feb. 4). 


Approve Financing in Mo.; 


Set Hearing on Rate Raise 

The United Telephone Co. of Mis- 
souri on Sept. 20 was granted per- 
mission by the Missouri Public Serv- 
ice Commission to issue and sell 59,400 
shares of common stock and $2,850,- 
000 in bonds. 


2 

Also in Missouri, the commission on 
Oct. 25 was to hear the petition of 
the Doniphan Telephone Co. to raise 
rates. 


Two Ask Raises in Wisconsin 
The Wisconsin Public Service Com- 
mission was to have heard two ap- 
plications to increase rates as follows: 
Oct. 5—Black Earth Telephone Co., 
Inc. 
Oct. 6—Badger Telephone Co., Inc 
Webster. 


” 


Approve Sale in Minnesota 

The Farmers Interurban Telephone 
Co., Rock Dell, on Sept. 27 was given 
permission by the Minnesota Railroad 
& Warehouse Commission to sell its 


property to the Rock Dell Telephone 
Co. The Farmers Interurban company 
serves 358 stations through an ex- 
change at Rock Dell. 


R. R. Hough Is Elected Vice 


President-Engineering, AT&T 

Richard R. Hough has been elected 
a vice president of American Tele- 
phone & Telegraph Co. He will be in 
charge of engineering for the com- 
pany. 

Mr. Hough has been operating vice 
president of Ohio Bell Telephone Co. 
for the last two years. 

A native of Trenton, N. J., he joined 
Bell Telephone Laboratories in 1940 
after receiving an electrical engineer- 
ing degree at Princeton University. 

During the next 17 years, his work 
at the laboratories centered chiefly on 
the development of military weapon 
systems. 

In 1957, he was elected vice presi- 
dent of the laboratories and later that 
year, was transferred to AT&T, where 
he was named assistant chief engineer. 

During his career at Bell Labora- 
tories, Mr. Hough helped design and 
install the first U.S. Naval gunfire 
control radar system, and contributed 
to the development of Army antiair- 
craft radar during World War II. Later, 
he was in charge of systems engineer- 
ing and the development of various 
military weapon systems, including 
guided missiles. 

He served as consultant to the De- 
fense Department, first as a member 
of the radar panel of the research 
and development board, and then as 
a member of the technical advisory 
panel on electronics. 

Last March, President Kennedy ap- 
pointed him to head Project Beacon, 
a task force to study safe and effi- 
cient use of air space. 

Mr. Hough is chairman of the ad- 
visory council of Princeton’s depart- 
ment of electrical engineering. He is 
a senior member of the Institute of 
Radio Engineers, a member of the 
American Institute of Electrical En- 
gineers, and of the Princeton Engi- 
neering Association. 


Struggle Oriented 


John D. Rockefeller IV, nephew 
of the governor of New York, 
after studying in Japan, saw his 
fellow students as “more directed 
and dedicated .. . more alert and 
aware.” This is true, he says, be- 
cause “Struggle has produced 
toughness, adaptability and prog- 
ress. Indeed, one of the great 
lessons I have learned from my 
three years in Japan is that when 
people do not have to struggle for 
what they need in life, they sel- 
dom know its value and will not 
use it wisely.”—Notable Quotes. 
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In addition to the double-doored rear entry to 
spacious drawers and shelves, the right side 
compartment contains a saw rack, extra coil 
of wire for PR reel, drawer for inside wire and 
a tool bag/spec book shelf. 


Spare tire and personal equipment shelves are 
stored in the left side compartment. Personal 
equipment bin can be locked separately. 
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ls a Low, Lightweight 
“Curbside Cupboard” 


Any way you look at it — or out of it — Holan’s 
new HU-76 Telephone Installers’ Body is a ‘‘curb- 
side cupboard”’ that speeds the work of the 
installer, repairman or troubleman. 

The low silhouette (only 35”’ high) permits un- 
restricted rear vision for safety and maneuverability. 

Compartmentation design of the HU-76 puts 
tools and supplies where they are accessible — the 
rear and curbside for safe and efficient use. 

Long-lasting Hi-Tensile Steel .. . and a roof of 
fiberglass reinforced plastic...cut total body 
weight to 740 pounds, thus longer tire wear, 
chassis life and greater fuel economy reduce 
operating and maintenance costs. 

Call or write Holan Corporation of Georgia, 
Everee Inn Road, Griffin, Georgia, for more in- 
formation about this low silhouette, lightweight, 
money-saving body. 
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ITT Kellogg Paystations can be quickly in- 
stalled practically anywhere: in booths or 
boothettes, on counter tops, can even be used 
as a portable pay phone. Ease of installa- 
tion, plus maximum security, are achieved 
through base plate mounting. 

Features rugged 2-section pressed steel 
housing...many standard, and interchange- 
able, K-500 parts, including K-500 handset 
and dial mechanism...coded keys, coded self- 
locking coin boxes...loop resistance 1000 
ohms including the instrument. Also avail- 
able with slug magnet, spare coin box, uni- 
versal mounting adapter. 


In ivory, light beige, light grey. For dial or 
manual service. 


A Division of 


International Telephone & Telegraph Corporation 
6650 South Cicero Avenue, Chicago 38, Illinois 


Telephone Department 
Danville Road, Corinth, Mississippi 


Regional Offices and Warehouses: 

CALIFORNIA: 23 Broderick Road, Burlingame, California, OXford 7-5780. 
GEORGIA: 1594 Southland Circle, N.W., Atlanta 18, Ga., S¥camore 4-2441. 
INDIANA: 802 Knitters Ave., Fort Wayne, Indiana, Eastbrook 4562. 

IOWA: 1111 East River Drive, Davenport, lowa, 324-0441. 

KANSAS: 7th and Sunshine Road, Kansas City 15, Kansas, MAyfair 1-4418. 
NEW YORK: 309 Wavel St., East Syracuse, N. Y., HEmpstead 7-2511. 
NEW YORK CITY: 22 Thames Street, New York 6, BOwling Green 9-3800 
TEXAS: 1359 Motor St., Dallas 7, Texas, Riverside 7-5191. 


ITT Kellogg products available in Canada 
through Standard Telephones & Cables Mfg. Co. Ltd. 
9600 St. Lawrence Boulevard, Montreal 12, P.Q., Canada 





IN THE NATION’S CAPITAL 


Continued from page 27 


to make their tax recommendations 
one of the first orders of business. 

Sources indicate that the Ways and 
Means Committee will recommend a 
1624 per cent tax on dividends and in- 
terest payments, tighter control over 
expense accounts, particularly enter- 
tainment, and an 8 per cent deduction 
on investments made in tools and 
equipment. The Ways and Means Com- 
mittee was faced with a dilemma. The 
package which they worked up may 
not be responsive to the country’s need 
when Congress reconvenes next Jan- 
uary. However, if they wait until then 
to prepare the legislation, they won’t 
have anything ready for Congress to 
consider until late in the session, and 
1962 is an election year. For some rea- 
son or other, during an election year 
congressmen don’t like to vote for tax 
legislation—unless it’s a cut—and that 
is a very unlikely prospect. 

Most insiders don’t predict any 
broad tax reform legislation until 1963. 

Housing. The drive for a vast hous- 
ing program was touched off by a “task 
force” report. 

The President asked Congress to 
pass a mammoth housing subsidy bill. 
Bills to carry out the President’s pro- 
posals for housing subsidies were of- 
fered in the Senate by Senator Spark- 


ines 


YL 


man (D. Ala.) and in the House by 
Representative Rains (D. Ala.). 

After hearings, these bills were re- 
ported by the Senate and House Bank- 
ing Committees. They were passed by 
both houses. 

The new housing law provides for 
about nine billion dollars of grants and 
loans to finance new housing pro- 
jects, including authority for 100,000 
more public housing units, two billion 
dollars more for urban renewal grants, 
1.2 billion dollars more for college 
housing loans, 1.35 billion dollars 
for government purchases of mort- 
gages to promote “middle-income” 
housing, 500 million dollars for loans 
to build community facilities. 

From the outset, the President’s 
housing program was coupled with a 
proposal to establish a new Govern- 
ment Department of Urban Affairs 
and Housing. (This has possibly serious 
consequences for the telephone com- 
panies which we'll discuss at a later 
date.) 

Bills to create such a department 
were reported by the Senate and 
House Government Operations Com- 
mittees, and will be pending when 
Congress returns in January. 

A major battle is in prospect over 
the legislation, which involves the 
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issue of pre-emption by the Federal 
Government of a wide range of local 
and state responsibilities. 

Social security expansion. A 
“task force” report launched the drive 
for a compulsory health care plan 
under the Social Security System, one 
of the main legislative objectives of 
the Kennedy administration. 

The President followed this up with 
a special message to Congress shortly 
after his inauguration asking enact- 
ment of legislation he deems necessary. 

Representative King (D. Cal.) in- 
troduced in the House, H.R. 4222 to 
carry out the President’s program. 
This bill was referred to the House 
Ways and Means Committee, which 
held two weeks of hearings in late 
July and August. No further action 
was taken in the 1961 session. 

Indications are that a determined 
effort will be made to pass this bill 
in the 1962 session. 


GE Withdraws Space Bid 


General Electric Co. has formally 
withdrawn a request to take part in 
operation of the U.S. commercial space 
communications system. The company 
acted as a result of the FCC which 
ruled July 25 that operation of the 
satellite communication system would 
be limited to international communi- 
cations carriers. 

General Electric had urged the com- 
mission to permit equipment manu- 
facturers to participate in ownership 
and operation of the system. General 
Electric Vice President George L. Hal- 
ler told FCC Chairman Newton N. 
Minow in a letter that his firm was 
dissolving Communication Satellites, 
Inc., a corporation created with a view 
to getting into the communications 
field as a carrier. 

The letter dated Sept. 22 said Gen- 
eral Electric would continue to aid the 
government’s program of space explo- 
ration by developing space vehicles 
and other devices. 


Russian Says Nyet to Needles 

The president of the Soviet Acade- 
my of Sciences protested to D. W. 
Bronk, president of the U.S. National 
Academy of Sciences, that Project 
West Ford (which would place millions 
of metal needles in orbit around the 
earth to be used as a reflector for 
long-range communications) might 
have “dangerous consequences to arti- 
ficial satellites on earth, especially 
those with a man on board.’ Some 
American scientists have also protest- 
ed against this project, but government 
officials insist that the filaments will 
burn up in the earth’s atmosphere 
within a few years. 

The National Aeronautics and Space 
Council (NASC) has issued a policy 
statement to the effect that only one 
such test would take place until the 
results could be fully analyzed and 
evaluated. The statement further not- 
ed that the final evaluations of the 
project would be made by both USS. 
and foreign scientists. The Soviets 
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protest stated further that “Project 
West Ford” might “become a prece- 
dent for more extensive experiments 
of a similar kind which will result in 
serious contamination of near terres. 
trial space.” 


Telecommunications Treaty 


In a related matter, the Senate by 
a 66 to 0 vote agreed to the ratifica- 
tion of a 35-nation treaty on telecom- 
munications. Signed in December, 1959, 
the treaty will continue in effect pro- 
visions of a previous treaty which 
formed the Geneva-based internation- 
al telecommunication union. 

By the same vote the Senators ap- 
proved amended radio regulations con- 
cerning frequency assignment which 
had been negotiated under the treaty. 


Sabotage Bill Signed 


President Kennedy has signed into 
law the recently proposed bill making 
it a federal crime to maliciously dam- 
age privately-owned communications 
facilities vital to the national security. 
The bill was the outgrowth of the 
dynamiting on May 28 of three AT&T 
microwave stations in Utah and 
Nevada 


Pickpocket 

Discussing the penalites imposed on 
the pocketbooks of Americans by in- 
flation, John S. Knight, former editor 


Public Should Pay Its Way 


“There are pnly two ways in which a U. S. citizen can protect his 
future earnings, beyond a nominal living amount, from virtual confisca- 
tion by federal, state and local taxation. 


“1. Don’t ask for public expenditures for activities which citizens 
can provide for themselves. In other words, don’t favor a ‘welfare 
state’ and then expect to enjoy the privilege of spending your own earn- 
ings as you see fit, because the politicians will be spending them for you. 

“2. When you have the opportunity, vote ‘no’ to all measures, 
candidates and office holders currying favor by raids on the public 
treasuries for expenditures other than for legitimate functions of gov- 


erning and national defense. 


“Only you can save your shirt from being taken by tax collectors who 
merely carry out the orders of public servants and laws you sanction 
under representative government.”—Industrial News Review. 


of the 
that: 

It robs the 
security. 

It robs the man who has invested 
in government securities as part of 
his savings. 

It robs the dependents of veterans 
who depend upon insurance. 

It robs widows and children of all 
people who have tried to provide for 
their families through insurance. 

It makes Social Security a fraud. 

It cuts down the amount of goods 


Chicago Daily News, showed 


worker of his pension 





that can be purchased by the growing 
army of old people. 

And finally, Mr. Knight declared, it 
robs everyone who is dependent upon 
a fixed income from investments. 


Basics Important 

“Fine sense and exalted sense are 
not half so useful as common sense; 
there are 40 men of wit for one man 
of good sense; and he that will carry 
nothing about with him but gold, will 
be every day at a loss for readier 
change.”’—AppDISON. 





PROFIT THROUGH POINT OF PURCHASE 


Concluded from page 30 


tomer is ignored, she may leave the 
display and also leave behind her that 
precious moment in which she was 
ready to buy. 

Telephone companies are taking ad- 
vantage of the research and develop- 
ment conducted by many retail busi- 
nesses on how to promote the sale of 
their products through point-of-pur- 
chase displays. One only needs to walk 
into a grocery market, hardware, drug 
or department store to see some of the 
many uses of this type of display. 
Many of these ideas are applicable to 
our industry to help create a favor- 
able atmosphere where sales thrive. 
Our customers never know too much, 
nor are they exposed too often to our 
products and services. Point-of-pur- 
chase advertising allows them to be- 
come more familiar with the goods 
which we have to offer and helps them 
realize the benefits that they will re- 
ceive from placement in their 
or as gifts to others. 

A glance into communications of the 
future tells us that it is reasonable to 
expect the day to come when most 
homes will be equipped with central 
communications systems. These will be 
able to combine telephone, television, 
and radio into a centrally organized 
system that will be capable of being 


homes 





utilized and controlled from any room 
in the home. Vast new areas of resi- 
dential intercommunication will also 
be made available. 

However, all of these products de- 
signed for the home will have to be 
merchandised thoroughly, before the 
consumer will accept and order them. 
This means preparing the customer 
through consumer education, introduc- 
tion, advertising and promotion on a 
comprehensive scale. 

If we are to realize the benefits from 
the public’s use of this growing vol- 
ume of discretionary income for our 
own communication products, we 
must present our goods in an equal 
or superior manner to those who are 
in competition with us for that same 
dollar. Point-of-purchase displays are 
but one means of accomplishing this, 
but as our customers see them repeat- 
edly, they will begin to look for them 
to find out what is new in communi- 
cations and to discover the various 
benefits which they can derive from 
these products in their homes. 

Dollars spent today in effective 
point-of-purchase displays are a sound 
investment designed to give greater 
exposure, realize better acceptance, and 
obtain increased revenues from pres- 
ent and future products and services. 


NORTH ELECTRIC COMPANY 


G. E. OLSEN 


And, this means sales and profit for 
the industry—a chance to get our “fi- 
nancial waistlines” back out there 
where we can again start watching 
them 


The Burden of Reason 


“He who will not reason is a bigot; 
he who cannot is a fool; and he who 
dares not is a slave.”—-WILLIAM DrRuUM- 
MOND. 
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NEW ORDER SYSTEM IMPROVES SERVICE 


Concluded from page 36 


sheet is taken from the file, stamped 
with a removal notice, and copies 
made and sent out again. 

Information for trunk cross-connec- 
tion running lists is handled in the 
same way as the XRL’s for special 
service. All the information neces- 
sary is laid out in chronological order 
on a preprinted sheet of the type “A” 
copy paper. Copies again are made on 
the white bondweight paper, called 
type “B” systems paper, and sent to 
field test centers concerned. 

The facility administration center is 
in the process of converting all trunk 
cross-connection running lists for the 
Minneapolis-St. Paul area to the new 
systems paper form. The project got 
under way early this year and is pro- 
grammed over a two-year period. 

Under the old method, this trunk- 
line information was contained on 9 by 
17-inch sheets which were printed 
from direct image masters on which 
the information had been typewritten. 

Here again, Tracy said, the original 
forms were harder to interpret, and 
the men would have to sit down and 
spend a lot of time analyzing them. 
The new forms were designed to 
eliminate this problem by providing a 
complete layout, in chronological or- 
der, of all circuits and cross-connec- 
tions involved. 


In the past, when a change was made 
in a given circuit, the entire XRL for 
fhe trunk had to be retyped on another 
direct image master and new XRL’s 
printed. 

Now, Tracy said, it is a simple mat- 
ter to pull the original from the files, 
make any erasures necessary and fill 
in the new information. Then the sheet 
is copied on the copying machine and 
the necessary number of copies sent 
out to the test centers. Only a few 
moments of time and a few sheets of 
copy paper are involved. 

Changing the XRL under the old 
system involved not only the expense 
of a new direct image master—in the 
neighborhood of 25 cents—but the cost 
of employe time spent in retyping the 
entire sheet, then having it printed at 
central reproduction. 

The new system, Tracy concludes, 
is providing a double benefit. It is sav- 
ing the company time and money and 
has made it possible to give better cus- 
tomer service. 


Nelson Is Plant Manager, 
General of Upstate N. Y. 


G. E. Slusher, vice president-opera- 
tions for General Telephone Co. of 
Upstate New York, Inc., on Sept. 27 
announced that Paul E. Nelson, pre- 
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viously safety director for General 
Telephone Co. of Illinois, has been ap- 
pointed to the New York operating 
companies as general plant manager. 

Mr. Nelson, who will be head- 
quartered at Johnstown, succeeds S. 
R. Swanson who has been transferred 
to the position of general plant engi- 
neer. E. J. Lynch, who is presently 
general plant engineer, will assume 
the position of special studies engi- 
neer. 

Since 1945, Mr. Nelson has served 
with General Telephone Co. of IIli- 
nois in various plant department ca- 
pacities. He joined the Illinois com- 
pany as a cable splicer’s helper, and 
after several years as a plant crafts- 
man was promoted to assistant plant 
engineer. 

He later served as general construc- 
tion assistant, division plant superin- 
tendent, and in 1958 was named safety 
director. 


P.R. Telephone Sells Stock 


To Finance 5-Year Expansion 

Puerto Rico Telephone Co., a sub- 
sidiary of International Telephone & 
Telegraph Corp., it was announced on 
Sept. 26, has sold 12.5 million dollars’ 
worth of 5% per cent sinking fund 
debentures, due Sept. 1, 1986, and 
50,000 shares (5 million dollars) of 
6% per cent cumulative $100 par pre- 
ferred stock. 

Puerto Rico Telephone will use the 
proceeds from the sale of the deben- 
tures and preferred stock, together 
with approximately 8.4 million dol- 
lars accrued from a recent rights of- 
fering of 120,000 shares of common 
stock, in its 100-million-dollar, five- 
year expansion and improvement pro- 
gram initiated in 1959. 

Proceeds will also be used to repay 
debt incurred for the purchase of ma- 
terials and equipment. 


Vote for Bondage 


“What the government subsi- 
dizes, it can also control. As its 
power increases, our freedom di- 
minishes. Many vigilant persons 
recognize this peril to their liber- 
ties, but in the face of the tre- 
mendous voting power of the 
pressure groups and other re- 
cipients of ‘free’ federal money, 
the odds are increasingly against 
them. 

“De Tocqueville was right. It 
is possible for the people to vote 
themselves into bondage. We 
shall be fortunate if this doesn’t 
happen to us.”’—Oscar Ibele, pro- 
fessor of political science, Kent 
State University. 
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This is not an offer of these securities for sale. The offer is made only by the Prospectus. 
NEW ISSUE 


667,413 Shares 


Hawaiian Telephone Company 
Common Stock 


(par value $5 per share) 


The Company is offering 606,739 shares of Common Stock to its stockholders at the rate of one share 
for each seven shares held of record at the close of business on September 25, 1961, with the right of 
oversubscription, and 60,674 shares of Common Stock to its employees, for subscription at $17.50 per 
share. The offers to stockholders and employees will expire at 4:30 P.M. on October 17, 1961. 


Subscription Price $17.50 per Share 


The underwriters have agreed, subject to certain conditions, to purchase any unsubscribed 
shares and, during and after the subscription period, may offer shares of Common Stock as 
set forth in the Prospectus. 


Copies of the Prospectus may be obtained in any State in which this 


announcement is circulated from only such of the underwriters, including 
the undersigned, as may lawfully offer these securities in such State. 


Kidder, Peabody & Co. 


Incorporated 


Blyth & Co., Inc. 
Eastman Dillon, Union Securities & Co. 


Hallgarten & Co. 


The First Boston Corporation 

Goldman, Sachs & Co. 

Lehman Brothers 

Paine, Webber, Jackson & Curtis 

Stone & Webster Securities Corporation 
Dean Witter & Co. 


Harriman Ripley & Co. 


Incorporated 


Merrill Lynch, Pierce, Fenner & Smith 


Incorporated 


Smith, Barney & Co. 
White, Weld & Co. 


Incorporated 
September 29, 1961. 
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PLANT MAN’S NOTEBOOK 


Concluded from page 35 


any convenient location. The power 
supply is self-contained. 

Officials of the Kling Furniture Co. 
voiced the following praise of the new 
system: “We have three plants now, 
and business growth requires consider- 
able transfer of calls. This is one of 
the features we like best. Often we 
come in nights or on Saturdays; wher- 
ever we are, we can answer or switch 
calls at the telephone instrument. Sure 
saves a lot of time.” 

Al and Rod Nixon, general manager 
and commercial manager of the Chau- 
tauqua & Erie Telephone Co., and Fred 
Welch, equipment engineer of Southern 
Nevada Telephone Co., are to be com- 
mended for doing a good job in meet- 
ing the needs of customers. It is sound 
thinking and quick action, as exhibited 
by these men, that have made our 
industry great and in phase with the 
communications needs of our present 
jet age. 


BELL SCIENCE KITS 


Continued from page 39 


a physics class, the package contains 
materials and information necessary 
for the student to learn about, design 
and construct a solar-powered, transis- 
tor audio-oscillator similar to those 
used in space probes. Specifically, the 
package contains an information book- 
let, a coil of copper magnet wire and 
core material for a transformer, a solar 
cell, a Western Electric transistor and 
a mounting base and mounting ma- 
terial. The student will have to pro- 
vide an earphone; the wax paper and 
aluminum foil required to build a 
capacitor; and the interest, knowledge 
and hard work necessary to complete 
the experiment. 

This new science program has been 
presented to educators all across the 
country and has been received en- 
thusiastically. Based on this response, 
the system plans to introduce new pro- 
grams at regular intervals. Developed 
to arouse student interest in fields of 
study of particular concern to the tele- 
phone industry, these new programs 
will be shaped to the following objec- 
tives in school and college relations: 

In recognizing its responsibility to 
education, the Bell System is en- 
deavoring to: 


(1) Better understand the aims, ac- 
complishments, problems and 
needs of our educational system. 

(2) Help educators and_ students 
better understand our business 
and through this, the free enter- 
prise system. 

Give help in educational areas 
where we are particularly com- 
petent to do so. 

Do our part to help insure a fu- 
ture supply of educated man- 
power for our business and for 
the nation. 
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The Bell System has announced that 
the science kits are available at cost to 
Independent telephone companies for 
use in their high schools. Information 
concerning the kits may be obtained 
from the Bell-Independent Relations 
departments of Bell System companies. 


Report on Telephones Installed 
Ranks Italy 8th in World 


According to the September issue 
of Italian Trade Topics Supplement, 
what are termed great advances were 
made by Italy’s telephone industry in 
1960. 

The nation’s telephone network is 
operated by STET, a state-owned com- 
pany with five subsidiaries. Together, 
these companies report that the num- 
ber of installed telephones rose by over 
340,000 to a record high number of 
nearly 3,860,000 at the end of 1960, 
and rose another 100,000 by May of 
this year. 

The number of telephones per capita 
continues to rise, equalling 7.5 per cent 
of the population at the end of the 
year. Telephones are concentrated in 
the North; Milan has more telephones 
per capita, (41.0 per 100 inhabitants) 
than either London or Paris. 

Italy now ranks eighth in the world 
in the total number of installed tele- 
phones. 

Heavy investments have been made 
toward improving equipment and ex- 
tending automation of service. Over 
100 million dollars was spent in 1960. 
More urban service is now automa- 
tized, 95.5 per cent, than anywhere 
else in the world. The total number 
of long distance calls numbered 362 
million, up nearly 10 per cent from 
1959, of which 58.6 per cent were, as 
the report stated, “self-selected.” 

Telephone communications in south- 
ern Italy are improving even more 
rapidly than in the nation as a whole, 
according to the Trade Topics report. 
The number of telephones per inhab- 
itant in the South rose by 53 per cent 
from 1958 to 1960 compared with a 28 
per cent rise in the central and north- 
ern regions. 

Plans through 1964 hold out promise 
for continued better rates of growth 
in the south. During this period, about 
500 million dollars is to be invested 
there to help bring the service in 
the area up to the level cf other parts 
of the country. 


File Incorporation in Wash. 


Articles of incorporation have been 
filed with the Washington secretary 


of state by Archie D. Staley, Walter 


D. Hoefel, Amos P. Allen, and others, 
in the name of the Washtucna Mutual 
Telephone Co. for the purpose of op- 
erating a telephone system. 


Vanity Deludes 


“In all time self-love has blinded 
the wisest.”—VILLEFRE. 
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As techniques in the elec- 
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electrical or electronic wiring. 
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TECHNICAL 
TASK FORCE 
for the 
Independent 
Telephone 
Company 


Now the technical skills and 
knowledge of specialists to meet 
any long range or emergency 
problem of the independent tele- 
phone company are available on 
a part-time basis. Whether your 
problem is one of management, 
engineering, merchandising or 
construction, you can be aided by 
the best experience and trained 
personnel in the industry. 


Pay-As-You-Use 


The cost is within the means of 
the smallest company as you pay 
only for the amount of service 
you need. Call GHO for consul- 
tation regarding your problem 
and an estimate of the cost of the 
service you will require... 
There’s no obligation. 


ro 


GUSTAV HIRSCH= 
ORGANIZATION, INC. 


COLUMBUS 12, OHIO 
HUdson, 8-0611 
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WILD BILL JOHNSTON—THE SALESMAN 


Concluded from 


“I'd better take Joe off his toll lead 
inspection and give him some of these 
orders.” 

And that’s how the order for George 
Jenkins, architect, passed the wire 
chief unnoticed and went to Joe for 
installation. The house was a big two- 
story building that had been com- 
pletely remodeled by the architect. 
Mrs. Jenkins showed Joe the location 
for the downstairs telephone and where 
the extension was to go in the upstairs 
study. 

“I hope you don’t have to string 
wire over my garden,” she worried. 
“We practically live in the yard in the 
summertime.” 

“T think I can bring it in so that you 
won’t notice it,” Joe cheerfully assured 
her. The downstairs telephone was 
easy. Joe bored a hole behind the 
quarter round and ran the small, 
plastic-jacketed wire into the furnace 
room, along a beam to the station pro- 
tector located close to a cold-water 
pipe ground. Fussy but quick, Joe 
formed neat, rounded corners with the 
wire and protected it with plastic tub- 
ing where necessary. 

The upstairs extension took more 
time and care. Impressed with the 
decor and fine furnishings, Joe double- 
checked his calculations to make sure 
the hole he was boring would come 
out inside the first floor wall. With a 
little luck he could fish the wall and 
install the telephone without a wire 
showing. He fitted a quarter-inch in- 
staller’s bit into a brace and began to 
bore through the flooring. Feeling the 
drill work free, he withdrew it and 
peered through the hole. 

Daylight! If he was inside the wall, 
the hole should be dark. Hurrying down 
the stairs he met Mrs. Jenkins enter- 
ing the dining room. 

“Oh, my new ceiling!” she 
Right in the middle of the newly 
plastered and stippled ceiling was a 
neat, round hole. Below the hole, on 
the mahogany dining table was a pow- 
dery pile of plaster dust. Too late, Joe 
realized he hadn’t counted on walls 
being moved during the remodeling 
work. 

Bill looked up from the _ hospital 
plans where he was double-checking 
his figures, and reached for the ring- 
ing telephone. A premonition of im- 
pending disaster caused a sinking feel- 
ing in his stomach as Joe carefully ex- 
plained that he was at the Jenkins’ 
new house. 


wailed. 


For two weeks, Bill stewed, and im- 
patiently waited for word from the 
architect’s office. He had carefully 
checked his recommendations and quo- 
tation. The advantages of a communi- 
cations company installing and 
vicing the system were clearly 
lined. 

Bill realized his approach to the 
architect was unbusiness like, and the 


ser- 
out- 
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unfortunate incident at the Jenkins 
home didn’t help the telephone com- 
pany’s position. A volatile personality 
at the best of times, Bill’s disposition 
grew explosive as time irritated it. 

“Do you realize that every time you 
make a mistake on your time sheet, 
50 per cent of the work reports are 
wrong?” he fumed as he berated Joe 
for omitting the amount of drop wire 
used on a job. 

“Something is sure eating him, Joe,” 
the office caretaker observed. ‘“‘He was 
even down in my furnace room check- 
ing the tops of the pipes for dust.” 

“Well, he’s not called Wild Bill for 
nothing,” cackled old Levi. “Just stay 
out of his way ’til it blows over.” 

It blew over one morning when Bill 
arrived at his office. A note was on his 
desk asking him to call Mr. Jenkins. 

“T’ve considered your bid carefully, 
Johnston,” the architect was saying, 
“And I’ve decided to give the job to 
you. Actually, I was very impressed 
with the job your man did in my house. 
I had a good look at the wiring and it 
was obvious the lad took pride in 
his work. Of course, he made a mistake 
when he drilled into my dining room, 
but that was understandable when you 
shift as many walls as I did, and he did 
fix the hole so well it can’t be seen now. 

“As you were saying, the job at the 
hospital would have to be as trouble- 
free as possible and I think your com- 
pany can best handle it.” 

Mildred, the chief operator, looked 
like a stricken gazelle as Bill’s exuber- 
ant “Whoopee” echoed through the op- 
erated keys on her switchboards. 

The chairman of the board of di- 
rectors was impressed as Bill related 
the account of their first attempt to 
go after new revenue. 

“Maybe there is 
amongst our existing business cus- 
tomers, Bill,” he said. ““‘We’ve been 
planning a drive for colored sets and 
additional extension sets, but we nev- 
er thought about our business cus- 
tomers. Perhaps, we should visit them 
and review their equipment needs and 
long distance applications. Maybe, 
there will be room in the budget for 
that new construction truck, after all.” 

“Well,” said Bill, “the one I had in 
mind has a power auger on the derrick 
for poleholes, and an attachable bucket 
for aerial work and.... 

After all, if a sales pitch will work 
on a customer, there’s no reason why 
it shouldn’t work on the board of di- 
rectors too. 


more revenue 


Launch “‘Long Lines’’ Cable Ship 


The world’s largest cable laying 
ship was launched at Hamburg, Ger- 
many, on Sept. 24, for the American 
Telephone & Telegraph Co. The 17,- 
000-ton, 510-foot long ship was chris- 
tened “The Long Lines,” after the long 
lines department of AT&T. 
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STATEMENT OF OWNERSHIP 

Statement required by the Act of 
August 24, 1912, as amended by the 
Acts of March 3, 1933, July 2, 1946 
and June 11, 1960 (74 Stat. 208), 
showing the ownership, management 
and circulation of TELEPHONY, pub- 
lished weekly at Chicago, Ill., for Oc- 
tober 1, 1961. 

1. The names and addresses of the 
publisher, editor, managing editor, and 
business managers are: Publisher, Tel- 
ephony Publishing Corp., 608 S. Dear- 
born St., Chicago 5, Ill.; editor, Ralph 
C. Reno, 608 S. Dearborn St., Chi- 
cago 5, Ill.; managing editor, Dan S. 
Fargo, 608 S. Dearborn St., Chicago 5, 
Ill., and business manager, H. D. Far- 
go, Jr., 608 S. Dearborn St., Chicago 5, 
Ill 

2. The owner is: (If owned by a 
corporation, its name and address 
must be stated and also immediately 
thereunder the names and addresses 
of stockholders owning or holding 1 
per cent or more of total amount of 
stock. If not owned by a corporation, 
the names and addresses of the in- 
dividual owners must be given. If 
owned by a partnership or other un- 
incorporated firm, its name and ad- 
dress, as well as those of each in- 
dividual member, must be given.) 

Telephony Publishing Corp., 608 S. 
Dearborn St., Chicago 5, Ill.; H. D. 
Fargo, Jr., 608 S. Dearborn St., Chi- 
cago 5, Ill.: Ralph C. Reno, 608 S. 
Dearborn St., Chicago 5, Ill.; A. J. 
Stults, 608 S. Dearborn St., Chicago 5, 
Ill., and Dan S. Fargo, 608 S. Dear- 
born St., Chicago 5, III. 

3. The known bondholders, mortga- 
gees, and other security holders own- 
ing or holding 1 per cent or more of 
total amount of bonds, mortgages, or 
other securities are: (If there are none, 
so state.) None. 

4. Paragraphs 2 and 3 include, in 
cases where the stockholder or se- 
curity holder appears upon the books 
of the company as trustee or in any 
other fiduciary relation, the name of 
the person or corporation for whom 
such trustee is acting; also the state- 
ments in the two paragraphs show the 
affiant’s full knowledge and belief as 
to the circumstances and conditions 
under which stockholders and security 
holders who do not appear upon the 
books of the company as trustees, hold 
stock and securities in a capacity other 
than that of a bona fide owner. 

5. The average number of copies of 
each issue of this publication sold 
or distributed, through the mails or 
otherwise, to paid subscribers during 
the 12 months preceding the date 
shown above was: 13,788. 

RALPH C. RENO. 

Sworn to and subscribed before me 
this 26 day of September, 1961. 

GERTRUDE A. FLEISCHER. 
(My commission expires December 4, 
1964.) 


Well-Being 

The happiness of life is made up 
of minute fractions—the little, 
forgotten charities of a kiss or smile, 
a kind look, a heartfelt compliment, 
and the countless infinitesimals of 
pleasurable and genial feeling —Sam- 
UEL TAYLOR COLERIDGE 
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What does CF:.I Galvanized Strand 
have in common with ducks? 


They both shed water, of course. 
Mother Nature figured out how to do 
it for ducks... CF&lI figured out the 
answer for Galvanized Steel Strand. A 
built-in zinc coating literally shrugs 
off moisture to provide a weather- 
resistant, long-lasting steel strand that 
really does something about the 
weather. 

For telephone messenger wire or 
guy wire applications, you'll find CFal 
Galvanized Steel Strand ideally suited 
for the task at hand. It is available in 
seven- or three-wire constructions in 
accordance with ASTM specification 
A-122. Or it can be tailor-made to 
meet your own specific requirements. 

Available nationwide from a net- 


work of warehouses, Galvanized Steel 
Strand, like all CFalI products, is 
manufactured to meet highest Ameri- 
can standards. For immediate delivery, 
contact your nearby CF 4 sales office. 


MADE INU.S.A 


THE COLORADO FUEL AND IRON CORPORATION 
Denver © Oakland ¢ New York 
Sales Offices In Key Cities 





MODEL 2173A 


SPECIFICATIONS 
FREQUENCY RANGE: 3 kilocycles to 2.0 megacycles. 
LEVEL: —72 to +32 dbm (full scale). 

ACCURACY: +1 db. —80 to +32 dbm. 
SELECTIVITY: 250 cycles 

2800 cycles 

Wide band (normal IF) 

SPURIOUS RESPONSE: Below 60 db. 

INTERMODULATION: Below 60 db. 

INTERNAL CRYSTAL CALIBRATION for frequency and 
level. Speaker or headset for aural monitoring. 

POWER REQUIREMENTS: 110V AC 50/60 cycles. 

WEIGHT: 28 pounds. Portable unit. 


The Model 2173A Frequency Selective Volt- 
meter is an extremely versatile instrument 
for measuring levels of carrier and subcarrier 
microwave base band groups. For full infor- 
mation and demonstration, call your nearest 
Rycom representative or phone: Code #816 — 
FLeming 3-2100. 


Also available from stock: 
Model 2171A—-Frequency range 50 cycles to 6 kilocycles 
Model 2174A—Frequency range 300 cycles to 400 kilocycles 


RYCOM. 


A Division of RAILWAY COMMUNICATIONS, INC. 


9351 E. SO9TH STREET, RAYTOWN, MISSOURI 
Phone: Code #816—FLeming 3-2100 











Slit and Cut Cable Sheath Fast and Easy! 


2 ba [ols 


CABLE SHEATH 
SLITTER 


No. N-62267 


Just the tool needed for slitting most 
of the outdoor, heavy-duty types of 
cable coverings — large or small 
diameters. 

Cuts into cable jacket at any point 
without previous notching. Size 6”x 
1%”. Price with 2 blades $4.20. 


RING CUTTING 
CABLE TOOL 


No. N-2060 


A real handy tool for ‘‘ring"’ cutting the sheathing of INSIDE 
TYPE plastic, fabric, or rubber covered cable 3/4” to '/2”, 
or thin sheathed cable up to 1” diameter. Cut through cable 
sheathing limited to '/32”. Price $7.40. 


Write for catalog. 


P. K. NEUSES, INC. 


Small Tools for the Communication Industry. 


511-19 N. DWYER ST. ARLINGTON HEIGHTS, ILL. 


For Your 
ENGINEERS 


THE ANALYSIS AND PRESENTATION 
OF ENGINEERING PROBLEMS 
(In Two Volumes) 
By HARRY C. WALKER, B:S., C.E., Ph.D. 
Plant Training Supervisor, Southern Bell Telephone & Telegraph Co. 
Volume | is a simple yet comprehensive treatment of the 
normal thought process applied to engineering problems. This 
volume also sets forth the principles of logical analysis in the 
light of emotional bias and other disruptive factors and ex- 


plains how these may be applied, in writing, to engineering 
presentations. 


Volume II is essentially an English handbook, written par- 
ticularly for engineers. Using the decimal reference system, 
this book permits easy and rapid reference in the "language 
problems” of the engineer. 


PRICE: $2.50 PER SET 
SEPARATE VOLUMES: $1.50 EACH 
ORDER FROM 


TELEPHONY PUBLISHING CORP. 


608 SOUTH DEARBORN STREET CHICAGO 5, ILL. 


Note: We also distribute Dr. Walker's other books: 
ORAL EXPRESSION IN SUPERVISION 
THE FUNCTIONAL ELEMENT IN SUPERVISION 
THE HUMAN ELEMENT IN SUPERVISION 
OFF JOB TRAINING 
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Crain Central Div. Manager, 
General of Upstate New York 


G. E. Slusher, vice president-oper- | 
ations for General Telephone Co. of | 
Upstate New York, Inc., on Sept. 26 | 


announced that Charles A. Crain, 


formerly management development | 
administrator with the GT&E Service 
Corp. in New York City, was named 


Central Division manager. 


Headquartered at Johnstown, N.Y. | 
he is responsible for all telephone op- | 
erations in the company’s Mohawk | 
Valley, Johnstown, and Northeastern | 


districts, as well as for telephone op- 
erations in the General Telephone Co. 


of Vermont, Inc., an affiliate serving | 
several communities near Chester and | 


Weybridge, Vt. 


Mr. Crain succeeds R. N. Van Wie, | 
who was transferred to the Southern | 


Division at Port Jervis, N.Y. 


A native of Illinois, Mr. Crain was | 
graduated from the University of Il- 


linois. 


He started his telephone career with | 
General Telephone Co. of Illinois, 
where he served in the commercial | 


and personnel departments. 


He was promoted to personnel di- | 
rector for General Telephone Co. of | 


the Midwest in 1957, and was ap- 
pointed to the parent GT&E Service 
Corp. in 1959 

Mr. Crain is a U.S. Air Force veter- 
an, having served in the Korean con- 
flict. 


What Do You Want? 


If you want your father to take | 


care of you, that’s paternalism. If you 
want your mother to take care of 
you, that’s maternalism. If you want 
the federal government to take care 


of you, that’s Socialism. But if you | 


want to take care of yourself, that’s 
Americanism.—Research and Review 
Service of America. 


Sobering Thoughts 


Dr. Charles Frankel, a pro- 
fessor of philosophy and sociol- 
ogy says: “Our society has met 
many great challenges and quite 
successfully in other years. But 
today it is drifting and has no 
sense of purpose. 

“The good life does not just 
consist of ‘things.’ The good life 
involves character, decision, for- 
titude, the willingness to sacrifice 
when sacrifice is needed in the 
common cause. No matter how 
rich a nation may become, if its 
people fall into the pit of lazy 
complacency, if their values are 
restricted more and more to the 
purely material, then that nation 
is doomed to ultimate destruc- 
tion.”—Industrial News Review. 
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Crapo HIL-135 — 


High Tensile Line Wire 


MADE TO WITHSTAND 
HEAVY STORM LOADS 


Time and time again, Crapo HTL-135 has demonstrated 
its ability to stand up under heavy ice and wind loads when other 
conductors failed. This can be attributed to the fact that Crapo 
HTL-135 combines high strength with high fatigue endurance plus 
superior elastic qualities which enable it to spring back into place 
when loads are removed. The result: service interruptions are 
minimized, re-sagging is seldom necessary, where this rugged tele- 
phone wire is used. ; 

The excellent telephonic transmission characteristics of 
Crapo HTL-135 make practical subscriber loops of 14 to 15 miles 
with normal voltages and equipment. Longer loops are possible 
where higher voltages and more sensitive telephone sets are em- 
ployed. For dependable, long-span, low cost rural: lines, specify 
Crapo HTL-135. 


The Crapo HTL-135 in this typical rural line of 300-foot 
spans was subjected to two heavy ice storms within 14 
months. This photo shows the line, without resagging, 
three months after the second storm. 


Write for 
Manual TM-59 


containing com- 

plete engineering onete 

data! 
ne ee 


HOLA STEEL & WHRE CO. 10 
MUNCH INDIANA USA 


STEEL & WIRE CO., INC. 


Muncie, Indiana 





SERVICE 
ENTRANCE 
MAST 


for 


TELEP 
BOOTHS 


U.S. Patent No 
2,977 402 


Model TBM Mast provides complete 
service entrance facilities for outdoor 
telephone booths with the definite plus 
advantages of lower cost and easier in- 
stallation. Raises power lines for specified 
ground clearance 


FITS MOST BOOTHS 


Meets Code Requirements 
LOOKS BETTER The TBM engineered 


for the job. Adds to the appearance of any booth 


LASTS LONGER Heovy 


throughout for 


Mast 


tubing 


Only heavy 


gauge steel 


life-time service 


duty 


fittings used 
COSTS LESS Actua! nstallations show savina 
to two-thirds over conventional installations 


REMOVABLE Con be 


to another. Simply disconnect lines and pull 


out of ground sleeve 


Utility Service Co., Inc. 


1620 THIRTEENTH ST. RACINE, WISCONSIN 
62 


used | 


moved from one location 





Nine Loans Approved By REA 
Total $5,291,000 


INE TELEPHONE 

N been approved by the Rural 
Electrification Administration 

recently totaling $5,291,000, as follows: 

Hopper Telephone Co., Altoona, Ala., 
$164,000; Sept. 18. 

These funds are to be used by the 
company to help it furnish initial 
service to 297 subscribers, provide fa- 
cilities which will result in a higher 
grade of service for the existing sub- 
scribers, and complete the authorized 
system. Facilities required to serve 
the additional subscribers include ex- 
panded central office equipment. 

Loans to this borrower will help 
enable it to bring new and improved 
service to 1,385 subscribers. The two 
exchanges of the system now furnish 
dial service to approximately 815 
subscribers. 


loans have 


+ 

Alabama Telephone Co., Fayette; 
$2,571,000; Sept. 18. With the help of 
this loan, together with $400,000 of 
the borrower’s earnings during the 
next four years, the Alabama com- 
pany plans to furnish initial service 
to 6,086 subscribers in eleven ex- 
change areas. Facilities required to 
furnish this service include new ex- 
change areas and dial central offices 
at Ethelsville and Panola, and addi- 
tional central office equipment in the 
eleven exchanges. 

A portion of these loan funds is 
planned for improvements which will 
provide a higher grade of service for 
the existing subscribers. 

REA loan funds to this borrower 
will help make possible new and im- 
proved service to 17,577 subscribers. 
Fourteen of the proposed 17 exchanges 
now furnish dial service to approxi- 
mately 10,000 of the subscribers. 

* 

Rural Telephone Service Co., 
nora, Kans.; $241,000; Sept. 18. 

The company plans to use these 
funds to improve service for 312 sub- 
scribers and furnish initial service to 
75 families. The subscribers who will 
receive improved service are now 
served through the magneto facilities 
of the Farmers Cooperative Telephone 
Association of Decatur County which 
the borrower proposes to acquire with 
its own funds. This system consists 
of exchanges at Kanona, Jennings and 
Lund. 

The company plans to construct a 
new dial office at Jennings to serve 
both the Jennings and Kanona ex- 
change areas. The Lund community 
will be served from the borrower’s 
existing Rexford and _ Selden 
changes. 

REA loans to this borrower will aid 
it to bring new and improved service 
to 2,797 subscribers. Nine of the pro- 
posed 10 exchanges now furnish dial 


Le- 


ex- 


service to 2,240 sub- 


scribers. 


approximately 


* 
Cunningham Telephone Co., 
Elder, Kans.; $220,000; Sept. 18. 
This loan will help enable the com- 
pany to improve service for 279 sub- 
scribers and to furnish initial service 
to 40 subscribers. The existing sub- 
scribers now receive magneto service 
through the Farmers Telephone Co. 
at Randall, and the Home Telephone 
Co. at Scottsville. The borrower pro- 
poses to acquire and integrate these 
properties. 
Cunningham also plans to construct 
a new dial central office at Randall 
to serve that area, while the present 
Jamestown exchange will be expanded 
to serve the Scottsville community. 
Loans to this company will help 
make possible new and improved serv- 
ice to 1,467 subscribers. Two of the 
proposed four exchanges of the sys- 
tem are now furnishing dial service 
to approximately 630 subscribers. 


Glen 


- 
Plain Dealing (La.) Telephone Co.; 
$301,000; Sept. 18. 
With the aid of 
Dealing will be 


this loan, Plain 
enabled to furnish 
initial service to 564 subscribers. Fa- 
cilities required will include’ ex- 
panded central office equipment. 

Loans to this borrower will help 
make possible new and improved serv- 
ice to 1,414 subscribers in Bossier par- 
ish. The Plain Dealing exchange now 
furnishes dial service to approximately 
830 subscribers. 

° 

Roosevelt County Rural Telephone 
Cooperative, Portales, N. M.; $124,000; 
Sept. 18. 

This loan will aid Roosevelt to serve 
94 new subscribers, to reimburse gen- 
eral funds used to replace outside 
plant destroyed by an ice storm, and 
complete the authorized system. 


With the help of these funds, this 
borrower will be enabled to provide 
new and improved service to 1,096 
subscribers. The six exchanges of the 
system are now furnishing dial service 
to approximately 750 subscribers. 

+ 

The Pine Telephone Co., Wright 
City, Okla.; $1,039,000; Sept. 18. 

Pine Telephone intends to use this 
loan to improve service for 1,038 sub- 
scribers and furnish initial service to 
685 subscribers. This new borrower of 
REA funds, a commercial corporation, 
proposes to acquire the Broken Bow 
Telephone Exchange and to consoli- 
date and modernize the two systems. 
These facilities now furnish magneto 
and common battery service to the 
existing subscribers. 

Dial central offices are planned for 
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CARRIER 


SEE THE LATEST IN CARRIER DESIGN 
IN 
ROOM 654A 
Conrad Hilton, Chicago 
USITA Convention 


(ASK ABOUT THE “LN” CARRIER) 


PANHANDLE ELECTRIC SALES, INC. 


P.O. BOX 248 1610 INDUSTRIAL COURT 
ARLINGTON, TEXAS 
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construction at Broken Bow, Eagles- 
town and Wright City. 

Jewell Callahan is both president and 
manager of the Pine Telephone Co. 
* 

Central Texas Telephone Coopera- 
tive, Goldthwaite; $285,000; Sept. 18. 

With the help of this loan, Central 
Texas expects to serve 535 new sub- 
scribers in the present service area, 
and to complete the authorized 
tem. Facilities required to serve the 
additional subscribers will include ex- 
panded central office equipment 

Loans to this borrower will help 
enable it to bring new and improved 


SVS- 


the system now furnish dial service 
to approximately 1,550 subscribers 
a 

Mid-Plains Rural Telephone Coop- 
erative, Tulia, Tex.; $346,000; Sept. 
18. 

With these funds, Mid-Plains will 
be aided to furnish initial service to 
226 subscribers and to make improve- 
ments which will result in a higher 
grade of service for the existing sub- 
scribers. Facilities required to serve 
the additional subscribers include ex- 
panded central office equipment. In 
addition, the borrower plans to re- 
place the existing Kress exchange fa- 


REA loans to Mid-Plains will help 
make possible new and improved serv- 
ice to 1,873 subscribers. The eigit ex- 
changes of the system are now fur- 
nishing dial service to approximately 
1,480 subscribers. 


Sherron Booths Now 
Available in Gold 

The alchemist’s dream of trans- 
forming base metals into gold has 
been realized in telephone booths by 
Sherron Metallic Corp. of Brooklyn, 
N. Y. Working with Richelieu bronze 


and stainless steel, Sherron has come 
up with the new color in telephone 
booths; lustrous, opulent, enduring 
“gold’’. 


cilities with a new dial central office 
building 


service to 2,632 subscribers. Fifteen 
of the proposed sixteen exchanges in 
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KWAL-KRE? 


does © 
agood. : 
job... 
fast! 


L4 . : 
Hairline cracks, pitting and scating-in any 
concrete surface disappear in’the wake: of on 
of KWAL-KRETE paint. Used and specified 
leading telephone and utility companies 
throughout the country, AWAL-KRETE ins 
a ‘‘coat of armor" that wilklast for years. You Save 
the surface and save money too, when you specity 
KWAL-KRETE. It's wategproof, and proven foo. 
in tests by an independent laboratory. ; + 
KWAL-KRETE can be applied by brush, rolles 

: it 


Or spray gun 





Sherron “gold” indoor booth in Riche- 
lieu bronze. 


These new booths have been de- 
veloped to add the golden touch to the 
decor of new office buildings, hotels, 
airports, and wherever the gleam and 
glamor of gold are indicated. 

The Richelieu bronze booth is solid 
bronze, “gold” through and through. 
The “gold” of the stainless steel booth 
is mill-rolled on, an homogeneous and 
integral part of the processed stainless 
steel. Both Sherron “gold” booths are 
available singly or in multiples, the 
company states. 


Man-Made Monster 

“Inflation is man-made, and can be 
man-controlled.”—ROBERT B. ANDER- 
SON, former Secretary of the Treasury. 





FREE! KWAL-KRETE KIT 


Forfullinformation and specifications 
on KWAL-KRETE, together with a 

color card, write your name and title , Justice Defined 
Kes Ye ef ‘ Justice is never anything in itself, 
rogres$ in Paint but in the dealings of men with one 
i ‘ F , another in any place whatever and at 
— any time. It is a kind of compact not 


£m Fina i= "Pe Lt. to harm or be harmed. EPpicurus, 
+225 oer at ie ac083 es x Principle Doctrines, XXXIII. 


TELEPHONY 


on your letterhead and mail to: 
KWAL PAINTS, INC., 800 Water St., 


Denver, Colorado. » 


p 





Green to Sales, Liaison 
H. C. Ryon, vice president, Telecom | 
Division, North Electric Co., has an- | | Hi Folks! 


nounced two appointments in the Tele- Here are some of No. 500 TELEPHONES 


com staff engineer sales organization. our guaranteed re- 


M. G. Ryon assumed the duties of | ivattamaietes Wall or Desk Models 
staff engineer for North Carolina, South ia Nile, sania 
Carolina, Virginia, West Virginia, Ken- ine tk Drep sin de Factory Reconditioned Instruments equiva- 
tucky, and Tennessee. line for quotes and lent to New with a full Guarantee and Re- 
our catalog. fund Privilege. New Black Cases, Cords, 
and many new-surplus parts, including Cycle 
Ringers now available. Shipped 10 per 
carton, and we pay the freight to your door 
on an order of 20 or more. 


North Telecom Names Ryon, | Western Electric and Kellogg 


PRICE $14.50—Dial Blank; or with Dial, Less Ringer (install your cycle) 
PRICE $17.50—With Dial and Straight Line Ringer 


PRICE $19.50—With Dial and Cycle Ringer—Harmonic, Synchromonic, 
Decimonic 


BECO’S +1011 RUBBER TEST SET 


Equipped with a Standard W.E. Dial and 
Components, Nylon Cord, Piercing Test 
Clips and Special Belt Snap. Rugged and 
Dependable. 


M. G. RYON 
. PRICE $27.50 


With North Electric since 1938, Mr. 
Ryon gained early technical experi- 


ence on switchboard design in the Ww. E. 354 WALL and W. E 302 DESK 
North Electric ° 


Development Labora- 
tory. He was connected with the labo- 
ratory for 13 years, the last four, as | TELEPHONES 


senior project engineer. 


Self-Contained Sets with the appearance 


| ge 

| and operation of a new unit, equipped 
| with Straight Line Ringer, or most Cycles 
can be supplied. 


| PRICE $10.50—Dial Blank C.B. 
| PRICE $12.50—With Met. Dial 





LATE COMPACT MAGNETO TELEPHONES 


Stromberg-Carlson, Leich and Kellogg 


We have a limited quantity of these late 
strong alnico generator type sets for those 
long rural lines. Reconditioned and ready 

C. M. GREEN | to go. (Please state second choice.) 
| 

| 


He later progressively held sales po- 
sitions, including the regional man- | PRICE $17.50 
ager’s post for the Northeastern United 


States. More recent assignments in- 
cluded positions as assistant sales BOHNSA( K & L 
manager and sales manager for the 


Telecom Divison. ; 
William Clendenin, North field sales- | Germantown, New York LEhigh 7-6213 
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man, will assist Mr. Ryon in this ter- 
ritory. 

Curt M. Green was appointed man- 
ager, field engineering for the North 
Telecom Division. 

In this capacity, Mr. Green will be 
working closely with the largest Inde- 
pendent telephone companies, estab- 
lishing closer engineering liaison. He 
will also prepare and disseminate en- 
gineering information for use by North 
staff engineering and sales groups. 

He is a graduate electrical engineer, 
and served with the L. M. Ericsson 
Co. for a number of years in sales and 
engineering activities. Two recent as- 
signments included work in the Aus- 
tralian Post Office and Canadian cross- 
bar systems. 

H. C. Ryon said, “This is another step 
in our continuing program to bring top 
sales engineering talent closer to the 
North Co.’s customers, in view of the 
company’s increasing installations of 
major equipment.” 


R. M. Scott Joins Lenkurt 
SW Office as Sales Engineer 


Royal M. Scott has joined Lenkurt 
Electric Co., Inc., as a sales engineer 
assigned to the company’s Southwest- 
ern district office at Dallas, Tex. He 
reports to the district manager, Mar- 
ion Royalty. 

One of six in the U.S., the Southwest 
district office is responsible for the 
marketing effort in Missouri, Kansas, 


Used By: ELECTRICIANS 


Tapered 
striking 
edge gets 
into tight 
corners! 


WRITE FOR CATALOG 


ARROW FASTENER COMPANY, INC. 
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TELEPHONE COMPANIES 


R. M. SCOTT 


Oklahoma, Arkansas, and Texas. The 
office is located in Suite 1425, South- 
land Center, Dallas. 

Before joining Lenkurt, Mr. Scott 
was assistant superintendent of com- 
munications for Southern Pacific Rail- 
road in San Francisco. Except for a 
period during World War II when he 
saw service in the Army Signal Corps, 
he had been with S.P. nearly 16 years. 

Since 1957, he had been responsible 








LOW VOLTAGE 


RADIO & TV SHOPS, ETC. 


for engineering, installation, and 
maintenance of microwave, VHF ra- 
dio, and multiplexing and other elec- 
tronic communications equipment for 
the railroad. 


C. W. Owens Named N. Y. 
Bell Operating Vice President 


Cornelius W. Owens, assistant vice 
president in charge of plant opera- 
tions for the American Telephone & 
Telegraph Co., has been appointed op- 
erating vice president of the New York 
Telephone Co. The appointment, an- 
nounced by Clifton W. Phalen, New 
York company president, was effective 
Oct. 1. 

In his new post Mr. 
direct the company’s 
erating forces. 

Prior to joining AT&T a year ago, 
Mr. Owens was vice president of per- 
sonnel for the New England Telephone 
& Telegraph Co. 

A native of Roxbury, Mass., he 
entered the Bell System in 1937 fol- 
lowing graduation from Boston Col- 
lege. During the following years he 
served in various plant department 
and personnel assignments for the 
New England company in Massachu- 
setts and Rhode Island. He became 
general plant manager for Boston in 
1957, two years before his appointment 
as vice president of personnel. 


Owens will 
statewide op- 





TAKES 3 STAPLE SIZES: 
\} 9/16" 


N 3/8” t) 7/16" () 


AVAILABLE IN: 
Brown, Ivory, Beige, 
Monel, Bronze, Natural 


WIRE TACKER 


FOR FASTER, SAFER, MORE SECURE 
FASTENING OF ANY LOW VOLTAGE WIRE 


UP TO %” IN DIAMETER, 

BELL WIRE e 
INTERCOM WIRE e 
RADIANT HEATING « 


INCLUDING: 
THERMOSTAT WIRE « 
TELEPHONE WIRE « 
JACKETED WIRE (JKT) 
¢ ELECTRICAL WIRING 

© CO-AX CABLE. 


CANNOT JAM! 


(PATENTED NON-CLOGGING MECHANISM) 


ARROW T-75 SHEATH CABLE TACKER 


FOR ANY INSIDE OR OUTSIDE CABLE 
UP TO '2” IN DIAMETER 

e Fastens ROMEX up to 12-3 

e Fastens inside wire up to 26 pair 


TAKES 3 STAPLE SIZES: 


[] 9/16” [1] 5/8" | 770" 


ONE JUNIUS STREET * BROOKLYN 


LZ, . ¥- 


TELEPHONY 





When it comes to public service, Independent tele- 

phone companies tend to look beyond immediate 

demand to future necessity. More often than not, 

. their investment in communications equipment and 
ouldes Independent facilities anticipates public need. No little credit for 


this foresight goes to the USITA, which operates on 


telephony in public the principle that he who serves the public well serves 
: * * himself best. 
service objectives .."...... 


This is not to be construed as a product endorsement by United States Independent Telephone Association 


A 


INSTALLATION IN GREATER CINCINNATI AIRPORT 
DEMONSTRATES HOW SHERRON STEEL MULTIPLE 
BOOTHS FIT AREAS OF VARIOUS SHAPES & SIZES 


These views of the public telephone accommodations id d b 
provided by the Consolidated Telephone Company at dl s evi C n C e y 
the Greater Cincinnati Airport illustrate how readily ALI ALIRATE. 
Sherron multiple booths fit into all manner of loca- ; i Nv 9 i li g 4 1) AY f ie 
tions. There are three banks of Sherron booths at this sil the ae patllbeanios : 
airport, totalling 14 booths. According to Mr. L. T. rr INNE ‘On LAr 

Utz, Consolidated vice president, each booth averages ih. J] NE Ms ‘ 

a monthly income of $241.55. (FLORENCE. KENTUCKY) 


There's a Sherron booth for every location and budget in “‘gold,”’ stainless steel or cold rolled steel 


SHERRON METALLIC CORP., 1201 FLUSHING AVE., BROOKLYN 37, N.Y. 
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Measure 
Va hare i t-jt- later) 


i 


- 4 Speed 


. 


— 


records 100,000 ft. 


* 
automatically / 
it’s So Easy to measure with a Rolatape 
...and you save time on every estimating 
job...no tapes to wind, no helper is re- 
quired. You get precision-accurate meas- 
urements every time. 


Records Feet automatic- 
ally and the accumulated 
total is always in full view. 


Shows Inches, and Frac- 
tions of an inch. Wheel is 
calibrated in inches and 
fractions for quick easy 
reading. 


Shows Tenths of a foot. 
Wheel is calibrated in tenths 
on reverse side for engineers. 


There is a variety of 
Rolatape Models to 
suit your needs. 
See them at your 
local dealers. 


Write for 


information and 
name of local 
dealer today! 


Rolatape, Inc., 
1741 14th St., 
Santa Monica 2, 
California 


Measuring Wheels 
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News on New Products 


ELBOW WITH YOKE-SUSPENDED 
BUCKET—Use of a yoke-suspended 
bucket gives the new Holan MV-50 
elbow 30 per cent more working range 
than limited action aerial lifts with 
other types of bucket suspension, ac- 
cording to Holan Corp. 


Holan defines limited action as less 
than 270 degrees upper arm travel, 
120 degrees lower arm travel. Upper 
arm travel of the company’s new 
model is 135 degrees, lower arm travel 
is 85 degrees. 

The two-man bucket pivots on the 
center line of the center of gravity 
inside the yoke. The suspension de- 
sign and sufficient upper and lower 
arm travel, coupled with continuous 
rotation is reported to permit line- 
men to work over parked cars, over 
and between power and_ telephone 
lines and on the property side of the 
pole. The parallelogram mechanical 
leveling system is said to automati- 


TELEPHONY PUBLISHING CORP. 


608 S. Dearborn St. 
Chicago 5, Il. 


cally keep the bucket level in all 
working positions. 

The new elbow reaches up to a 
50-foot working height, out 30 feet on 
either side of the body. The two-man 
bucket will handle 450 pounds in all 
positions and is made of quarter-inch- 
thick molded Fiberglas reinforced plas- 
tic. Request NP1730. 


ENGINES, GENERATORS—Onan, 
division of Studebaker-Packard Corp., 
has announced its new “J” line family 
of 12 basic engines, which it says, 
provide an “entirely new concept in 
industrial engines and engine-driven 
generators.” 


“A”. Onan Model J-60. A 2-cylinder, 
overhead valve, gasoline engine 
rated at 21.6 h.p. at 2700 rpm. 
“B”. Onan Model 5JB-1R. A 5,000-watt 


gasoline electric generating plant. 


Please have the manufacturer send me without obligation the literature 


indicated by the following numbers: 


NP1730 ; NP1731 


NP173 ; NP1735 
Name 

Company 

Street 


Town and State 


10/7/61 


NP1732 


; NP1733 
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Features of this line are reported 
to include’ interchangeable parts, 
choice of gas, gasoline or Diesel fueling 
and water-cooled or air-cooled models 
—all fabricated from one basic set of 
tooling. 

The first units in this series include 
one, two and four-cylinder models 
ranging from 3 to 15 kilowatts. 

The company reports that the 12 
basic “J” engines can be produced in 
an almost limitless variety of models 
with minor modifications and selec- 
tion of accessories. Request NP1731. 


DELIVERY VEHICLE—tThe “Jeep” 
Fleetvan, new half-ton walk-in type 
delivery vehicle, is being introduced 


by Willys Motors, Inc., in a series of 
cities 


“< 
i. 
eB 


salon showings in 41 major U.S. 
during October. 


The new commercial vehicle is an 
enlarged version of the “Jeep” Fleet- 
van produced by Willys for the U.S. 
Post Office Department. 

The driver can 


is described as 
sion” type of front 
making it possible for the driver to 
see the road close-up for safety. 
Providing a payload capacity of 
1,000 pounds, the cargo length is 87% 
inches, width is 50% inches and in- 


featuring 


terior height at the center is 63 inches. | 


The wheelbase is 81 inches and over-all 
length is 154 inches. Willys says the 


vehicle has a cargo area of 170 cubic 


feet. 


With a gross vehicle weight rating | 


of 4,000 pounds, the Fleetvan is pow- 
ered by the “Jeep” four-cylinder F- 
head Hurricane engine. Request 
1732. 


FREQUENCY SELECTIVE VOLT- 
METER—Rycom Instruments an- 
nounces the availability of their new- 
est frequency selective voltmeter 
Model 2173A. 

The Model 2173A 
tive voltmeter is described as being 
a highly selective measuring instru- 
ment employing the heterodyne prin- 
ciple with balanced modulation. It is 
said to offer a fast and accurate means 
of making amplitude measurements 


OCTOBER 7, 


frequency selec- 


1961 


enter the Fleetvan | 
from either side of the vehicle, which | 
“vista-vi- | 
end construction, | 


NP- | 


TAKE A BIG step TOWARD SAFETY 
WITH DUO-SAFETY LADDERS 


..- CUSTOM DESIGNED FOR TELEPHONE 
MAINTENANCE WORK! 


Here's one fine example of the many Duo-Safety lad- 
ders ideal for telephone maintenance work. 


Type D — a truly great extension ladder built in strict 
accordance with safety regulations. Rungs are second 
growth hickory, reinforced with steel rods and 
equipped with special automatic .locks and Duo- 
Safety's famous Safety Shoes. Made with either 
straight or parallel side rails, Type D is available in 
one, two or three sections — in a large variety of 
sizes. Write for free catalog on all Duo-Safety 
ladders. 


IMMEDIATE DELIVERIES! 


Duo-Safety ladders will be shipped immediately 
upon receipt of order! A planned stock-piling 
program assures really fast action — there's no 
delay the Duo-Safety way! 


For Information, Contact Your Supply House, or 


DUO-SAFETY LADDER CORP. 
809 Ninth Street « Oshkosh, Wisconsin 


MULTIPLE 
CONCRETE 
CONDUIT 


re rrry 


Special fittings — mi- 
ters—short lengths— 
expanded web sec- 
tions available, also 
adapters to claytile, 
transite and fiber duct. 


9 DUCT FORMATION 
ON JOB SITE 


American Concrete Pipe Co., Sub. of Am. Pipe and Construction Co., 2025 S. Seventh St., Phoenix, Ariz. Tel: AL 2-7566 
American Pipe and Construction Co., 4635 Firestone Bivd., Southgate, Calif. Tel: LOrain 4-251! 

American Pipe and Construction Co., 101 Alquire Rd., Hayward, Calif. Tel: JEfferson 7-2072 

American Pipe and Construction Co., 518 N.E. Columbia Bivd., Portland, Ore. Tel: BUtler 5-253! 

Concrete Conduit Corp., 130-01 Northern Bivd., Corona, N. Y. Tel. ILlinois 7-1515 

Chicago Pre-Cast Products Corp., 29W629 North Aurora Rd., Naperville, Ill. Tel: EL 5-2700—2701 

Denver Concrete Products Co., 5020 Marshall, Arvada, Colo. Tel: HA 2-4202 

Eastern Pre-Cast Corporation, 675 Main St., Tullytown, Pa. Tel: Windsor 9-3750 

Elmore Concrete Products Co., Division of North Star Concrete Co., Elmore, Minn. Tel: ELmore 52 

J. E. Evans Conerete Products Inc., Cleveland, Ohio. Home Office: Indianapolis, Ind. Tel: WAlnut 5-530! 

J. E. Evans Conerete Products Inc., Shelbyville, Ind. Tel: WAlnut 5-5301 

Neff Concrete Products Co., 711 Section St., Danville, Ill. Tel: Hickory 6-1016 

PRE-CON Limited, Orenda Rd., Brampton, Ontario, Canada. Tel: HUdson 1-3492 (Toronto) 

Pre-Con of Quebec, Ltd., Montreal, Quebec, Canada. Home Office: Brampton, Ont. Tel: HUdson 1-3942 (Toronto) 
T.E.L. Pre-Cast Products Corp., {| Industrial Ave., Edgewater, Florida. Tel: GArden 8-988! 

Utah Conerete Pipe Co., 379—I7th St., Ogden, Utah. Tel: EXport 9-117! 

For information regarding CONDEX* Multiple-Duct Concrete Conduit, call or write your local producer, or the par- 
ent company. *Registered Trademark 


GAGNE ENTERPRISES, INC. 
29W 629 NORTH AURORA ROAD 
NAPERVILLE, ILLINOIS 
EL 5-2700-2701 





throughout the frequency spectrum of 
3.0 kilocycles to 2.0 megacycles. 


This instrument, Rycom 
highly selective crystal 


says, uses 
filters to 


achieve the resolution necessary for 
amplitude measurements of microwave 


an attachment to the Ditch Witch 
trencher line. 

The “T” footer illustrated can be 
mounted, the company states, on any 
Ditch Witch trencher in the M3 and 


subcarrier, wire line communications, M4 _ series, either rubber-tired or 
and subcarrier telemetering systems. crawler-mounted units. 

The Model 2173A is available with a With this attachment, the user can 
narrow crystal filter (250 cycle) for dig a foundation footing with 8-inch 
amplitude measurements, and a wide stem and 16-inch “T’” footing as pic- 


crystal filter (2800 cycle) 
modulator for monitoring 


with de- tured, which is said to be suited to 


single side most light construction. 


band speech or tone signals. For heavier jobs, a 12-inch stem, 
The instrument operates on a nor- 24-inch “T” footing cutter which 


mal line voltage of 115V 


ac 50/60 mounts on the Ditch Witch K2, four- 


cycles and requires 48 watts of power. wheel drive trencher, is available. Re- 


Request NP1733. 


quest NP1734. 


“T” FOOTING CUTTER—A new ELECTRONIC BURGLARY DETEC- 
“T” footing cutter has been developed TOR—A new invisible crime protection 
by the Charles Machine Works, Inc. as_ device, which should prove interesting 





CHALLENGES 
anes Thoneh Devil <n: 
MODEL L-12 COMPARISON! 


GET THE FACTS 


and complete 
specifications on the 
Trench Devil from this 
specially prepared 
brochure. 


f eee sn’ 


ARPS 


CORPORATION 
DEPT. T 
NEW HOLSTEIN, WIS. 
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@ DIGS WIDER - 
DEEPER - FASTER 
THAN ANY KNOWN 
COMPETITION 


@ COSTS LESS TO 
BUY - OPERATE - 
MAINTAIN 





@ SPEEDS UP TO 
1200 FT. PER HOUR 


PROPELLED 


© POWER BOOM 
CONTROL 


@ REVERSIBLE 
DIRT CONVEYOR 


OTHER MODELS 
MA-2 - Self Propelled. 
Slightly less capacity 
than L-12 
e@ IR Trencher 
Economy Model, 
hand winch propelled. 


@ TRENCHERS @ HALF TRACKS © DOZERS ® UTILITY BLADES 


to the approximately 80 per cent of 
American businesses that do not have 
any positive protection against bur- 
glary or intrusion has been announced 
by Crown Electronics Corp. 

This new Crown Defender creates an 
invisible electronic shield around un- 
attended objects, rooms or _ entire 
buildings. 


Upon detecting a threat of intru- 
sion, the device, it is reported, will 
activate an audible alarm, turn on 
floodlights, start a movie camera to 
film the burglary, or notify the police 
by the use of a telephone recording. 

The electronic activator unit, which 
applies the principles used in proxim- 
ity fuses in artillery shells and bombs, 
automatically compensates for atmos- 
pheric changes in pressure, tempera- 
ture and humidity, and for gradual 
physical changes in the area it is 
guarding. This device can be either 
rented or purchased with accessories. 
Request NP 1735. 


Leader Named Sales Manager 
For Two Anaconda Mills 


Albert H. Leader has been named 
manager of sales for the Orange, and 
Redwood City, Cal. mills of the Ana- 
conda Wire & Cable Co. The an- 
nouncement was made by John L. Tin- 
dale, vice president—marketing and 
sales. Mr. Leader’s offices will be at 
Orange. 

He joined Anaconda Wire & Cable 
as a salesman in the Seattle district 
office in 1948, became manager in 
Seattle in 1954, and was transferred 
to Los Angeles as manager in 1960. 

More recently, he was vice president 
in charge of sales for Sequoia Wire 
& Cable Co., which was recently con- 
solidated as part of Anaconda Wire & 
Cable. 

Mr. Leader was graduated from the 
University of Washington in 1944. 


New Distributor for Parsons 


Southland Tractors, Inc., Memphis, 
Tenn., has been appointed a distribu- 
tor for western Tennessee, northern 
Mississippi, eastern Arkansas, and 
southeastern Missouri by the Parsons 
Co., Newton (Iowa) manufacturer of 
trenching equipment. Parsons is a divi- 
sion of Koehring Company, Milwaukee, 
Wis. The new distributor also handles 
Koehring Division products. 
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Motorola Elects Marrs, 


Weisz Vice Presidents 


Two executives of Motorola’s Com- 
munications division have been elect- 
ed corporation vice presidents, accord- 
ing to announcement by Robert W. 
Galvin, Motorola president. 


H. L. MARRS 


Homer L. Marrs, national sales di- 
rector, Communications Division, be- 
came vice president, sales, for the di- 
vision, and William J. Weisz, manager 
of mobile and portable communica- 
tions products in the division, became 
vice president, communications prod- 
ucts. 


W. J. WEISZ 


Mr. Marrs’ 23-year career with Mo- 
torola, in which he pioneered the dis- 
tribution of mobile communication 
systems, dates from 1938 when he 
joined the Communications Division. 
He advanced from production co- 
ordinator to salesman, zone manager, 
regional manager, area manager, and 
to director of sales. 

Prior to 1938, he was with Philco 
Radio & TV Corp. as expediter, and 
with Burrell Engineering & Construc- 
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cordsmanship 


have popular cords without 
really trying! Commercial Cord 
makes everything you need f 
switchboards: nylon-jacketed 
switchboard cords with or with- 
out plugs in four colors 
operator cords 
brown...every size, every type! 
@ And don't forget — every 
cord for every use is yours 
from Commercial Cord 


get instant delivery 


m Commercia 
Cord Co., Clifton Springs, N.Y 
Distributed by: Leich Sales 
Corporation, 427 W. 
Randolph St., Chicago 
6, Illincis; Automatic 
Electric Sales Corp., 


Northlake, Illinois. 


COMMERCIAL CORD 





MIDWEC BUILDING-OUT 
CAPACITOR STUB wr B 


| 


Designed exclusively for the telephone industry— 
used and approved by leading telephone companies 
Potting Material—Filled Epoxy Resin and Galvanized 
lron Interior Shield 
Cable Type—Standard Lead 
Optional, Polythylene 
Cable Conductor—22 Gauge 
Over-all Length Cable—12’ Standard or to Customer 
Specification 
Capacitance Tolerance—+5% 
erances Available on Request 
All Capacitance Values Available to 
from .001 to .100 
Building-out capacitor stubs 
Supplies Requisition as 
Building-Out Capacitor, 
of cable, mfd 


Standard, Other Tol 


4th Decimal, 
should be ordered on 
MIDWEC Stub, 
pairs equipped, 
capacitors, tolerance 


follows 


feet 


MIDWEC 


OSHKOSH, NEB. 


SALES OFFICE 
Jason Street Denver 23, Colorado 
Phone SH 4-0513—DDD 303 


601 So 


NOW! FAMOUS TOOL 
CASE AVAILABLE: $24 


The telephone engineer's and technician’s tradi 
tional tool case is now for sale on the open market 

The case is attractively made of lifetime hard 
vulcanized fibre with top grain leather handle. It 
weighs only 6144 pounds. Tool pockets are made 
of heavy duty woven fabric, double sewn pockets 
which are strongly riveted into the lid and hinged 
partition. Zippered pockets house small tools. The 
bottom is divided to accommodate test equipment 
and larger tools. 

The feature that attracts telephone installers is 
the quick visual check of his tools. The engineer 
or serviceman can find his tool at a glance and 
check quickly for missing tools before leaving 
the job. 

Technical Tool Case Company, 1710 Westbury 
Road, Charlotte 7, North Carolina now sells the 
case for $24 complete, ready for tools, shipped 
postpaid. Write for quantity discounts 
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tion Co. as a superintendent, and was 
self-employed as a long-distance truck 
owner and operator. 

A native of Miles City, Mont., 
studied business administration at the 
University of Wisconsin, and under- 
took advanced training in economics at 
the University of Chicago. 

Mr. Weisz, a 1948 graduate of Mas- 
sachusetts Institute of Technology in 
electrical engineering, joined the com- 
pany in that year, and was appointed 
manager of the subminiature equip- 
ment engineering section in 1952. 

He became product manager for 
portable communications products in 
1954, chief engineer for two-way mo- 
bile and portable products in 1956, and 
manager of the latter department in 
1958. 

He is a senior member, Institute of 
Radio Engineers, and past chairman of 
the Chicago Chapter. He is also a mem- 
ber, American Institute of Electrical 
Engineers, and has represented Mo- 
torola on various committees of the 
Electronics Industry Association. 

His military service was as instruc- 
tor in Naval Radar and Radio Material 
School 


he 


Lord Named Wire Division 


Sales Manager, CF&I Corp. 


Edwin F. Lord has been appointed 
product sales manager of the wire de- 
partment of the Wickwire Spencer 
Steel Division of The Colorado Fuel & 
Iron Corp., L. A. Watts, general man- 
ager of sales, Wickwire Spencer Steel 
Division, has announced. 

In making the announcement, 
Watts stressed that due to the in- 
creased importance of both the pig 
iron and semi-finished steel depart- 
ment and the wire department, these 
departments have been separated. 

Mr. Lord succeeded R. M. Wagner, 
who continues as product sales man- 
ager of the pig iron and semi-finished 
steel department of the Wickwire 
Spencer Steel Division 


Mr. 


New Systems Introduced 
At Lenkurt Sales Meeting 


Sales advantages of new and im- 
proved products marketed by Lenkurt 
Electric Co., Inc., were described in 
Palo Alto, Cal., during the corpora- 
tion’s annual sales conference, held 
Sept. 18 to 22. 

Marketing vice president Herbert K. 
Krengel and some 70 other marketing 
executives and sales engineers—30 of 
them from district offices throughout 
the U.S., Puerto Rico, and Canada— 
attended the five-day meeting. 

This was Lenkurt Electric’s first big 
sales conference since January, when 
it took over all of its product distribu- 
tion, formerly handled by Automatic 
Electric Sales Corp. 

Lenkurt has established district 
sales offices at Dallas, Tex., Chicago, 
Ill., Minneapolis, Minn., in New York 
City, and Atlanta, Ga., in addition to 


the western region office at San Car- 
los Cal., where the company has its 
headquarters and manufacturing facil- 
ities. 

Sales in Canada are handled through 
Lenkurt Electric Co. of Canada, Ltd. 

Among new systems introduced at 
the recent sales conference was a 
broadband microwave radio system 
(Type 76A) for operation in the 6,- 
000-Mc band, and capable of carrying 
either color television, up to 600 car- 
rier-derived voice channels, or equiva- 
lent amounts of other data. Also shown 
was a new transistorized Mobiltel mo- 
bile telephone transceiver for vehicles. 

Lenkurt in 1960 had sales of approx- 
imately 30 million dollars. 


Western Electric, Sperry Rand 


Announce Licensing Agreement 

An agreement to cross-license on a 
world-wide, non-exclusive basis all 
patents of Sperry Rand and Western 
Electric involving communications, da- 
ta processing and electronic switching 
equipment was announced jointly on 
Sept. 27 by the two companies. 

The agreement, effective immediate- 
ly, covers existing and future patents 
of both corporations and their associ- 
ated and subsidiary companies. 


T. E. i. Corp. 

CENTRAL OFFICE SERVICE 
Engineer—Install—Modify—Routine 
All type C.0. Equip.—Carrier, 
Micro Wave, Key Systems 
corrected prints furnished with 
installations & modifications 


Contract or T. & E.—Used Equip. Available 
T.E.1. Corp. TW 95895 2118 E. 30th St., Erie, Pa. 


CABANISS-POGUE COMPANY 


Consulting Engineers 
Appraisals—Cost and Rate Studies 


Financial Assistance 


GRANT BLDG., ATLANTA, GEORGIA 


CARL C. CRANE, INC. 
Consuiting Engineers 
121 S. Pickney St. Madison 1, Wis. 
Telephone Alpine 6-0247 


SLOAN, COOK & LOWE 
CONSULTING ENGINEERS 
Appraisals—Original Cost Studies 
Toll Separations—Plant, Traffic 
and Commercial Engineering 

176 West Adams St. 


Chicago 3, Ill. Tel.: FRanklin 2-5924 


Professional Engineers - Contractors 
Central Office Installation 
Cable Splicers, Plant Crews, Installer Repairmen 


HENKELS & McCOY 


PHILADELPHIA 
1800 N. Johnson St., Elkhart, Ind., Tel. CO 4-1121 


TELEPHONY 





CABLE CONSTRUCTION CO. 


1512 Center St. Tacoma, Washington 
ENGINEERING - CONSTRUCTION 
SPLICING - CABLE PLOWING 


CENTRAL OFFICE INSTALLATION 
World-Wide 


TUDOR AND YAGER, INC. 
Telephone Construction 


TIPTON, INDIANA 
Phone OSborne 5-2267 


KILLOREN COMPANY 


Construction crews—Installers 
Cable Splicers 
30 years experience 
136 N. State St. Appleton, Wisconsin 
REgent 3-5549 


CABLE SPLICERS ° LINEMEN 
STATION INSTALLERS 


STEADY WORK, GOOD PAY 
MIDWEST LOCATION 


The Weikel Line Company, Inc. 
FORT WAYNE, IND. 


Tel-Tronics Incorporated 
TELEPHONE Construction and Maintenance 
SUPPLIES. C.O.E. Engineering and INSTALLA- 
TION CREWS. Factory Trained SPECIALIST 

MONTGOMERY WAREHOUSE 
ALL WORK GUARANTEED 
ANY TYPE SYSTEM 
1953 Mobile Road, Montgomery, Alabama 
Telephone 262-8098 


COMPLETE DIRECTORY SERVICE 
SALES — PRODUCTION — PRINTING 
May we refer you to our 
satisfied customers? 

CARTER DIRECTORY COMPANY, INC. 


Associated with the Norton Daily Telegram 
Phone WA 7-336] Norton, Kansas 


PAYSTATION REBUILDING SERVICE 


Your paystations repaired or rebuilt in our 
shop to your specifications. Like new in 
appearance and performance. 


SCHULTZ & JOHNSTON TELEPHONE REBUILDERS 
6558 S. Ashland Ave., Chicago 36, Ill. 


DIALS 


Dial Haven Reconditioning Service provides expert 
workmanship plus genuine and improved parts 
to insure long life for your telephone dials. 


DIAL HAVEN INC. 
P.O. Box 655 Monroe, N. Y. 
Code 914 783-2221 


OCTOBER 7, 1961 











Electric Power and Communications 
Construction 


E. & C. CONTRACTING CO. 
Box 191 


Paoli, Indiana 
Phone 7821 


CABLE SPLICING 
LINE CONSTRUCTION 
CABLE PRESSURIZATION 
SYSTEMS ENGINEERED 
AND INSTALLED 
UTILITIES CONTRACTING CO. 
211 Custer St., Lansing, Michigan 


Phone—IVanhoe 25248 
CREO & PENTA 


TREATED PO LES 


‘from the Nation's Largest Plant’ 


DIERKS FORESTS, INC. 
NA 3-7766 Hot Springs, Ark. 


B. J. Carney & Co., 100 N. 7th St., Minne- 
apolis, Minn. — Western red cedar poles 
Pentrex Butt Treated or Plain. 


Cascade Pole Co., P.O. Box 743, Tacoma, 
Wash.—Creosoted Douglas Fir and Cedar 
Poles 


C. M. Christiansen Co.— Northern White 
Cedar Poles, Pentachlorophenol treated 
Plant and Yards, Phelps, Wis 


Eppinger & Russell Co., 80—8th Avenue, New 
York Ii, N. Y¥.—Creosoted Poles and Cross 
Arms. Plants: Jacksonville, Fla., Norfolk, 
Va., Eddington, Pa 


International Creosoting and Cons‘ruction Co., 


Galveston, Texas—Creosoted Southern Yellow |} 
Pine Poles. Plants Beaumont and Texar- |} 


kana, Texas. 


International Paper Co., Wood Preserving 
Division—926 Grand Avenue, Kansas City, Mis- 
souri—' 'LONG-BELL" pressure-treated South- 


ern Pine and Douglas Fir Poles—Creosote , 


or Penta 


Piedmont Wood Preserving Company—Creo- 
soted and Creosote-Penta Treated Pine 
Poles. Plant Augusta, Georgia. Yards, Vir- 
ginia, West Virginia and Connecticut. Ad- 
dress inquiries to Box 1662, Spartanburg, 
Se ©. 


Texas Creosoting Company—5I2 Main Street, 
Orange, Texas—Creosoted Southern Yellow 
Pine and Douglas Fir Poles. Can also treat 
with “Penta.” 








DAN MAC 


PAYSTATION 
REBUILDING 


Complete repairs, remodeling 
cr reconditioning of your pay- 
station from the old style to 
semi-postpay or prepay with 
dial by skilled, experienced 
telephone men under the high- 
est manufacturing standards 
and to the most exacting speci- 
fications. Like all other DAN 
MAC products, it carries our 
guarantee of complete cus- 
tomer’s satisfaction. 


TELEPHONE REPAIR 
& SUPPLY CO. 


1760 Lunt Ave. RO 4-3817 
Chicago 26, Ill. 


EVERY MONTH 


More and More 
~Telephone Companies 
use DIRECTORIES 


produced 

b ; 
Y Your Inquiry 

Respectfully 
Solicited 


’ LELAND MAST 
~=-DIRECTORY COMPANY 


1619 GREENWOOD _— WILMETTE, ILL. 


CALL — WRITE — WIRE 


“AMERICA’S FOREMOST 
CABLEMEN” 


Aerial and Underground Engineering and Con- 
struction Service For Telephone Companies 


LARGE OR SMALL 


U. S. CABLE CONSTRUCTORS, INC. 
2002 E. Wisconsin Ave. P.O. Box 378 
REgent 4-9881 
APPLETON, WISCONSIN 


DIAL REPAIR SERVICE 
Dials « Cable Tone 
Electronic Secretary 
A.E. T-11 Test Set 
W.E. 1011 Test Set 
B. Y. DIAL SERVICE 
411 West 22nd Higginsville, Mo. 
Workmanship Guaranteed * Speedy Service 


73 





CLASSIFIED SECTION 


Rates 15 cents per word payable in advance. Minimum charge $3.00 for 20 words or less. 
Classified advertisements must reach us 8 days before publication date. 


WANTED TO BUY 


FOR SALE 





WANTED ALL MAKES OLD 
TELEPHONES—our truck will pick up 
and pay you Cash on the spot. Tele- 
phone Co., Turtle Lake, Wis. 





WANTED TO BUY 
COMPANY. Write Box No. 
TELEPHONY. 


4580, c/o 





TELEPHONES—all types—any con- 
dition, candlesticks, wall sets, etc. 
Write advising quantities available. 
Our trucks will pick up. Reply to Box 
No. 3952, c/o TELEPHONY. 


WALL TELEPHONES—any type, 
quantity, condition from Midwest 
areas. Prompt service. Write Old Nau- 
voo Antiques, Nauvoo, III. 





SWITCHBOARDS, new or used North 
CX100, CX200, and CX1000 or equiva- 
lent. Send information to R. David 
Thompson, 35 Arthur St., Whitman, 
Mass. 


FOR SALE 


FOR SALE: Six positions of No. 3 
Stromberg-Carlson Toll Switchboard. 
For information, write or call Knox 
Hagar, California Water & Telephone 
Co., 115 East Lime Avenue, Monrovia, 
California, telephone EL 9-8151, Ex- 
tension 821. 





TELEPHONE | 





HOUSTON COUNTY TELEPHONE 
COMPANY, Erin, Tennessee. Write H. 
L. Austin, P. O. Box 229, Erin, Tenn., 
or telephone ATlas 9-3211 or residence 
telephone No. ATlas 9-2801. 


LIKE NEW 901—wWall or desk Mag- 
neto telephones with Koiled Kords and 
connecting blocks. Write Telephone Co., 
Turtle Lake, Wis. 


SERVICES AVAILABLE 
TIP TOP TREE TRIMMERS, INC., 
a line clearing tree company. Not the 
biggest, but one of the best. Crews 
available for all states. Write Kenneth 


S. Garden, P.O. Box 1855, Las Vegas, 
Nev., Tel.: DU 2-6488. 


HELP WANTED 


AMBITIOUS MEN qualified as Sta- 
tion Installers, Equipment Installers, 
Cable Splicers, Linemen. Work in Mid- 
west. Harris-McBurney Company, Inc., 
P.O. Box 267, Jackson, Mich. 


OUTSIDE PLANT ENGINEERS 
OVERSEAS AND U. S. 
Requires thorough background in de- 
sign of telephone plants, underground, 
aerial cable and open wire in accord- 
ance with Bell specifications. Send ré- 
sumé to I. F. Markham, National Sci- 
entific Labs, Inc., 2010 Massachusetts 

Ave., N.W., Washington 6, D. C. 








IT PAYS TO KNOW! 


It is important for a Purchasing Agent, Manager or Owner 
to know the availability of equipment and supplies. 


Check the following list and remember the next time you 
have a need — call or write for our low prices on Reconditioned 


equipment. 


Coils, Induction 
Coils, Relay 

Coils, Repeating 
Condensers 

Dials, Telephone 
Eliminators, Battery 
Hand Sets 

Heat Coils 

Jack Strips 

Jack Panels 


Lamp Strips 

Lamps 

Mainframes 
Operators Sets 
Protection 

Relays 

Ringers 

Ringing Converters 
Switchboards 
Telephones 


BUCKEYE TELEPHONE & SUPPLY CO. 


1250 KINNEAR RD. 


COLUMBUS 21, OHIO 


488-0655 (Area Code 614) 











ENGINEERS—TELECOMMUNICA- 
TIONS SYSTEMS 
Transmission; Propagation, Field Sur- 
veys, Applications Research, VHF, 
UHF, MICROWAVE, SCATTER. 
Write: Employment Manager, Micro- 
wave Services, Inc., General Offices, 

U.S. Rt. 46 & Cisco Rd., Denville, N.J. 


PLANT ACCOUNTANT, qualified to 
maintain continuing property records, 
audit time and material reports and 
supervise employees engaged in re- 
lated work. Growing Florida company 
with opportunities. Prefer young man 
with at least several years of experi- 
ence. Write Box No. 4582, c/o TE- 
LEPHONY. 


INSIDE PLANT ENGINEERS 
OVERSEAS AND U.S. 
Requires thorough background in de- 
sign of large central office, manual 
and dial equipment. Send résumé to 
I. F. Markham, National Scientific 
Labs, Inc., 2010 Massachusetts Ave., 

N.W., Washington 6, D. C. 


MANAGER for rural telephone coop- 
erative serving 1,200 members. Apply 
on REA form 328. Applications may 
be secured from H. M. Benson, presi- 
dent, West Texas Rural Telephone 
Cooperative, Inc., P. O. Box 753, Here- 
ford, Tex. Closing date for application 
is Oct. 22, 1961. 


CENTRAL OFFICE EQUIPMENT 
MAN. Must be fully experienced in all 
phases of XY equipment. Salary de- 
pends on experience and background. 
Please give full résumé and references 
in first letter. Location Montana. Write 
Box No. 4583, c/o TELEPHONY. 


POSITION WANTED 


GENERAL MANAGER for telephone 
company of 10,000 stations or more. 
Fifteen years experience as follows: 
plant, traffic, commercial, administra- 
tive, both Bell and Independent fields. 
Marketing (commercial and govern- 
ment) and outside plant engineering 
with equipment manufacturer. Write 
Box No. 4584, c/o TELEPHONY. 


CABLE SPLICER: Eight years experi- 
ence; also as telephone installer, an- 
tenna construction and maintenance. 
Available after first of year. Write to 
A/IC Melvin E. Halkens, AF 17402602, 
4082 Operations Squadron Box #63, 
APO #677, New York, N. Y. 


TELEPHONE ENGINEER with at 
least 10 years experience on inside and 
outside telephone plant. Man with pro- 
fessional license given preference. 
Send complete résumé and references 
in first letter. Write McGrath Engi- 
neering, Inc. 209 W. 6th St., Topeka, 
Kan. 


TELEPHONY 





OUTSTANDING SALES 
OPPORTUNITY IN THE 
TELEPHONE FIELD 


Hallamore Electronics Division, with 
a rapidly expanding product line for 
the telephone industry, is seeking a 
Sales Representative for the Chi- 
cago-Great Lakes area. Applicant 
should have an EE degree, or 8-10 
years of practical experience with 
an operating telephone company. 
Position assumes full authority and 
responsibility to carry out sales pro- 
gram, including demonstrations, 
conferences, distribution, etc. Pre- 
ferred age range is from 35-55 
years. Salary will be commensurate 
with experience. Company benefits 
include profit sharing plan. Please 
submit résumé relating experience, 
education, age, and general salary 
requirements directly to Hallamore 
Electronics Division of Siegler Corp., 
714 North Brookhurst St., Anaheim, 
Calif., or contact either W. G. 
Vance or S. L. Wilson at the Halla- 
more exhibit during the USITA con- 
ference in Chicago, October 8-11. 


UNIVERSAL 
FITTING 


with 
LEXIDUCT 


Solves All 
Over-the-Floor 


He Use as tee, riser, ell, 
Duct and Fitting 4-way, under-floor 


Problems input, terminal box, 
= junction box or in 
combinations. Other tees, 

ells and risers available. 


WINDERS & GEIST, INC. 


2219 Ne. Cotner Bivd. Lincoln 5. Nebreshe 


USED, SERVICE REPRESENTATIVE TUB 
FILES AND DESKS. One tub file and 
two desks per unit, 45 units available; 
good condition, reasonably priced. 


RAMSEY BUSINESS EQUIPMENT, INC. 


NEED RDW, CABLE, 
DROP WIRE IN A HURRY? 


TELE-WIRE has all sizes of RDW, 
Jacketed Cables and Drop Wires—REA 
APPROVED .. . IN STOCK. 


SPECIAL 


Aerial & Duct Plastic Jacketed ALPETH Cable, 
Fully Color-Coded as per REA Specs. PE-22. 


25 Pair, 19 Gauge— 4118, 3368, 3110, 2535, 
2506, 2175, 1826, 1825, 1760, 1700, 1627, 
1530, 1530, 1505, 1432, 1400, 1200, 1176, 
1073, 1016, 1000, 910, 900, 831, 807, 800, 
790, 764, 730, 720, 715, 698, 634, 580, 
580, 558, 550, 524, 519, 503, 500, 452, 
7 ee ei $270, 30/M Ft. 


All other sizes and gauges, many more 


Box +1354 GA 1-3738 Cincinnati, Ohio 





Telephone 


Cable Splicer 


Salary + Per Diem & 


Overseas Allowance 
FOR ASSIGNMENT 
IN THE FAR EAST 


Must Have Minimum Of 
10 Years Exp. In Splicing 
(2 Years of which As 
A Foreman or Supervisor) 
Must be able to Supervise 
the Splicing of Aerial, 
Buried & Underground Cable. 
(PAPER, PULP OR POLYTHELENE 
INSULATED CONDUCTORS WITH 
LEAD OR PVC SHEATHING. ) 

& Instruct In Class 
& On-The-Job Training. 
Positions Immediately 


Available 


Send Resume To 
Mr. T. Broglie 


Federal 
Electric Corp 


SERVICE DIVISION OF 
INTERNATIONAL TELEPHONE 
& TELEGRAPH CORPORATION 


Paramus, New Jersey 


OCTOBER 7, 1961 





An Equal Opportunity Employer 


lengths PLUS Full Reels are available. 
QUANTITY DISCOUNTS 


TERMS: 1% 10 Days, Net 30 
FOB DESTINATION! 


Tele~Use 


SUPPLY CO., INC. 
178-10 Liberty Ave. Jamaica 33, N. Y. 
CALL AXtel 7-4756 COLLECT! 


CABLE SPECIALS...all new...quaranteed perfect 


SUBMARINE CABLE (also ideal for direct burial) 
26 pair #19 ga. paper insulated lead covered—two layers steel wire armor, & jute 800 
& 500 foot reels (one length per reel) F.O.B. L.A. or Fresno, Calif. 

Western Electric 14000 ft. available—50¢ ft. 
DIRECT BURIAL 26 pair #22 Ga., paper insulated lead covered, two layers steel tape 
armor, jute protected. Western Electric 4 reels 2500 ft. each, 35¢ ft. f.o.b. LA 
26 pair #19 ga. as above, but single tape armor, 1465-1 400-500 ft. lengths 40¢ ft. f.0.b. LA 
| quad #18 ga. textile insulated, color coded, lead covered, 2 layers steel tape, 
armor jute protected. 3000 ft. one length 10¢ ft. f.0.b. LA 
Plastic type (suitable for submarine or direct burial) | quad #12 ga. shielded from 
12 conductors #16 ga. (2 pairs of which are suitable for telephone) other 6 conductors 
may be used for DC signaling, pressure alarm, battery feed, etc. single (13 strand) 
steel wire armor, jute protected. PVC insulated and jacketed. 3000 ft. reels (one 
length) weight per reel 6000 Ibs. (sample on request) _15¢ per foot F.O.B. Salt Lake 
OTHER TYPES 
11 pair #19 ga. paper insulated, lead covered. Western Electric, 

4—4500 ft. reels, 1, 1400—I, 1600 ft. 15¢ ft. f.0.b. LA 
7 quad #19 ga. paper insulated, lead covered I5¢ ft. f.0.b. LA 
several sealed lengths per reel (approx. 3000 ft.) —(send for actual lengths per reel list) 
7 quad #19 ga. PVC insulated, PVC covered "Superior" 

4937 #t.-285 ft., 2 lengths on reel 20¢ ft. f.0.b. LA 
37 quad #19 ga. paper insulated, lead covered, W.E., 1050 ft. (one length)___50¢ ft. 
51 pair #19 ga. paper lead, W.E. #ENB, 890 ft. one length 50¢ ft. 
5! pair #19 ga. +4 pair #16 ga. (shielded pairs) paper lead, 1200 ft. lengths 50¢ ft. 
76 pair #22 ga. paper insulated lead covered, W.E., 200 ft.-200 ft.-150 ft. 40¢ ft. 
101 pair #19 ga. PVC insulated, Neoprene covered (not shielded) 

1300 ft., | length : Gaz a 75¢ ft. 
152 pair #26 ga. paper insulated lead covered, 2000 ft., one length 75¢ t. 
303 pair #19 ga. paper insulated, lead covered, 200 ft., one length $1.50 #t. 
303 pair #22 ga. PVC insulated & covered, ANKOSEAL #775P 

600 ft., 1000 ft. lengths 
404 pair #26 ga. paper insulated lead covered, W.E., 2—1400 ft. lengths 


Note: prices quoted are for lengths shown 


The Telectric Co. 


1218 VENICE BOULEVARD e LOS ANGELES 6, CALIF. 
Telephone: Richmond 8-2249 


Clear rigid plastic covers for two 
bank connector and selectors. 


For samples and prices write: 


WILSON PLASTICS, INC. 
Box 8248 — S. Charleston, W. Va. 


2.00 ft. 
2.00 ft. 
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Let our “Revenue Men” show you 


NEW OPPORTUNITIES FOR 


Take a man like 
Cliff Syverud... 


Cliff is one of our “Revenue Men” in 
Madison, Wisconsin. 


After high school, Cliff earned his way 
through some college work before 
joining the U.S. Air Force in 1942. 
While on his 25th mission over 
Germany — and just one day before 
his scheduled return to the States — 
Bombardier-Gunner Syverud’s B-24 
was shot down. 


In May 1945 Cliff's prison camp was 
liberated, and he came home with the 
Distinguished Flying Cross, Air Medal 
with three Oak Leaf Clusters and 
Purple Heart. 


In 1954, Cliff became a sales repre- 
sentative for General Telephone 
Directory Company in our Madison 
unit. He was promoted to Sales Super- 
visor of the Madison unit in 1958. 


Cliff and his wife have two active 
boys. They keep Cliff busy, but he 
still finds time to participate actively 
in the VFW, American Legion, Amer- 
ican Cancer Society, the Red Feather 
Agency and church affairs. 


Cliff Syverud is typical of the “Revenue 
Men” who work for General Telephone 
Directory Company — and for you. 
They‘re an asset to any community. 


MORE DIRECTORY 
REVENUE 


Are you keeping pace with the trend of increased 
directory revenue? The potential is enormous. 
You can’t afford not to keep pace. 


The revenue you earn from a well-sold, well- 
published directory can give you the highest net 
profit of any service you sell. Little or no expense 
is charged against it. And directory profits can 
make a hefty contribution to total net earnings. 


Our “Revenue Men’ are trained to help you exploit 
the rich potential of directory revenue. Backed 
by our Complete Directory Service Plan, they 
work with market-tested procedures to tap every 
source of revenue: local, regional and national. 


May we show you a plan tailored to fit your needs? 
No obligation, of course. Just call or write. 


GENERAL TELEPHONE 
DIRECTORY COMPANY 


1800 Oakton Boulevard ? 
Des Plaines, Illinois Find It Fast 
VAnderbilt 7-6111 In The 


DIVISION OFFICES: 


Bloomington, Illinois * Columbia, Mo. e Durham, N.C. ¢ Erie, Pa. 
Fort Wayne, Ind. * Honolulu, H.1. * Lexington, Ky. ¢ Long Beach, Calif. 
Madison, Wis. ¢ Manila, P.1. ¢ Muskegon, Mich. « St. Paul, Minn. 


San Angelo, Tex. * San Francisco, Calif. «© Spokane, Wash, 
St. Petersburg, Fla. 
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